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Main building of the 
Merrill Elevator Co. 
which occupies more 
_ than an acre of prop-— 
erty on the Milwaukee — 
road tracks at Merrill, 
Wis. A branch plant is — 
also operated at Toma- | 


Demand Big Jo | 


Year fter Year Main street store of the Merrill Elevator Co., at Merrill. 


b Note the window display of Big Jo flour. 


ERMAN STUEMKE became a Big Jo booster long ago when he 
operated a retail grocery at Merrill, Wis, for 19 years previous 

to taking over the Merrill Elevator Co. in 1923. “We didn’t handle 
Big Jo at first,” says Herman, “because another store had the exclusive 
account but we were mighty happy when we were able to order our 
first car. We have never had any trouble with Big Jo flour or with 
the Wabasha mill and we have many loyal customers who will accept 


nothing else. Big Jo flour is certainly a quality leader.” 


Big Jo F lour has been sold in Merrill since 1898 — thirty-nine 
years which further prove Big Jo really is “Best in the World”. 


(SIG 50} 


WABASHA ROLLER MILL Co. 
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of all kinds. 


Brewers Grains e Millfeeds 

Malt Sprouts ¢« Linseed Meal 

Meat Seraps e Feed Barley 
Glidden Soy Bean Meal 


Our business is not to get ahead of others, but 
to get ahead of ourselves —to break our own 
records, to outstrip our yesterday by today, to 
give you more personal service and satisfaction 
than ever before. 


It will pay you to keep posted on our prices 
by receiving ouc daily aad weekly quotations. 
Sent on request. 


FEED-GRAIN 
SCREENINGS 
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COAST TO COAST 
GRAIN SERVICE 


—RBetter Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


761 Chamber of C 


INCORPORATED 
MINNEAPOLIS, MINN. 


Fairmont, Minn. 
Marshall, Minn. 
Williston, N. Dak. 


Duluth 
Milwaukee 
Chicago 
Green Bay 


Buffalo 
Albany 
New York 
Boston 
Cedar Rapids Omaha 
Toledo Memphis 


Winnipeg, Man. 


Country Offices 


Crystal, N. Dak. 
Sioux Falls, S. Dak. 
Lincoln, Neb. 


Terminal Offices 


coe 


TALK asourT Bacs 


(Quoted from Customer's Letters) 


“ AFTER all, as we have said 


to you before, it is only 
typical of the service rendered 
by you whenever requested, and 
we appreciate your co-opera- 
tion more than we can tell you.” 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


Kansas City 
St. Louis 
Portland 
Spokane 
Seattle 

San Francisco 


Montreal, Que. 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


economically. 


only 5 h.p. 
Loading Hopper. 
Elevating Leg. 
Sacking Spout. 


fo 


ECONOMY FROM THE START 


STRONG-SCOTT 
Triple Action FEED MIXER 
A ruggedly built mixer that mixes perfectly and 


1. Combination V-Belt and Planetary gear drive. 
This efficient drive arrangement cuts power 
costs —for instance, one ton mixer requires 


and Feed Plant é 
he Strong-Scott Mfg Co. TROWY 
Minneapolis Minn. Great Falls Mont. Scot? 


PNEUMATIC 


Inset: Agitator 
which 
with Planetary 
gear speed re- 
saves 
25% to 50% on 
operating costs. 


ducer, 


| Complete 
Unit for 
one man 
operate 


ATTRITION MILL 


Eliminates fire and explosion hazards. 
1. Feed elevated by grinding motors without reduc- 


tion in grinding capacity. 


Feed is cool when sacked. 


PO 
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Adjustable non-choking feeder. 
Removable cover for changing plates. 


Unusually heavy base — sturdy construction. 


OUR GENERAL CATA- 
LOG OR FEED MILL 
EQUIPMENT CATALOG 
WILL BE SENT UPON RE- 
QUEST. 


ese 


om mcrae 
ya 
/@ — 
: 
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Everything Jor Every Mill, Elevator 


FROM ONE MIXER IN 1935 
TO THREE MIXERS IN 1937 


That's What the HUBBARD SUNSHINE PLAN Did for Me 


Says Albert Zutter of Falls, Wisconsin 


OR many years The Zutter Elevator Company has been 

well and favorably known in Chippewa Falls. Albert 
Zutter doesn’t jump to hasty conclusions anymore than 
you do. But he did investigate the HUBBARD SUNSHINE 
PLAN for progressive feed dealers—and his letter tells the 
story. Here it is: 


“Through the efforts of your representative, | became in- 
terested in manufacturing my own poultry feeds about two 
and one half years ago. 

“To make sure that I was on the right track before going 
into it, I visited several other feed dealers who were already 
manufacturing their own poultry feeds. Most of the dealers 
whom I visited were using HUBBARD’S SUNSHINE CON- 
CENTRATE following the Hubbard plan. These dealers were 
so enthused with the success which they were having with this 
plan that I became more convinced than ever that the proper 
thing to do was to install a feed mixer and go to it The 
HUBBARD SUNSHINE Way. 

“In February 1935 I installed my first feed mixer. I am 
now operating three feed mixers which gives evidence of the 
wonderful success I am enjoying using this plan. I have found 
that by following the formulas furnished by the Hubbard 
Milling Co., and with their free laboratory service, I can sell 
my own brand feeds with full confidence knowing I am giving 
my customer the best money can buy at a reasonable price. 

“To any feed dealer who is not using this plan, I can heartily 
recommend The HUBBARD SUNSHINE Way to success.” 


Above Zutter Elevator at Chippewa Falls, Wisconsin. Others 
Yours very truly, at Elk Mound, Holcombe, and Jim Falls, Wisconsin. 
ALBERT ZUTTER 


HUBBARD'S CONCENTRATE 
Doesn’t this suggest to you that you, too, could profit by 


talking to some Hubbard dealers in other towns—and to 
the Hubbard representative. It doesn’t cost anything and 
there is no obligation. It might be the start for you towards 
a bigger feed business at a better profit. Your name and 


address on this page, mailed to Hubbard will bring you 
what you want to know. 


The’ basic ingredient for 
feeds made The HUBBARD 
SUNSHINE Way. 19  scien- 
tifically blended meals, salts 
and minerals not found in 
grains, supplies the 
vitamins and proteins need- 
ed to balance home grown 


MOTHER HUBBARD FLOURS 

MOTHER HUBBARD CEREALS 

HUBBARD’S SUNSHINE 

CONCENTRATES andmasHes 4@dress Dept. F-87 for full 


grains and feeds. 
HUBBARD SUNSHINE DOG | information on a_ franchise 
Products of for your territory. 
FOUNDED 1878 Dept. F-87 MANKATO, MINN. 


Eastern Plant—410 11th St., Ambridge, Pa. 
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MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 
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Trade in Town Fell Off So Lenertz 
Went After It With Truck 


© Plan Helps Him Meet Chain Store Competition 


USINESS came back to Peter Len- 

nertz, feed dealer of Merrillville, 

Ind., after he bought himself a 

motor truck and went out to reclaim what 
he had lost. 

“IT bought the truck just for an ex- 
periment,” he said. “Until last year I 
had believed that delivery service in a 
community of farmers was not necessary. 

“Last year the farm trade fell off due 
to drought that cut down income and 
to the high prices of feeds that came as 
a result. The farmers were trying to get 
along with as little extra beyond that of 
their own production as possible. What 
mostly remained was the c!ass of custom- 
ers who, on small acreages and on their 
lots that bordered on the outskirts of 
some of the Calumet industrial cities, 
were keeping poultry and a cow or two. 
This class of trade also began to fall off 
and I began to investigate the reason 
why. 

Drifted to Chain Stores 

“I found out they were buying from 
chain grocery stores because they were 
handy for them. 

“T had just invested in a big remodel- 
ing job on my home and I couldn’t afford 
to lose the feed business. I had heard and 
read of feed dealers who worked up good 
delivery routes. I wasn’t sure that I could 
do it here but for an experiment I bought 
the used truck that is still on the job 
today. And I was actually surprised at 
the way I could se!l feeds off of that 
truck once I got started out among the 
customers. News of my venture soon 
began to get noised around. I kept get- 
ting more business until now the truck 
goes out twice a week carrying a five or 
six ton load, and it comes back empty. 
The mill is going most of the time and 
instead of being able to take care of the 
business alone, I have my son and another 
lad helping 

Mr. Lennertz prepares his delivery 
loads the afternoons previous to the days 
in which the routes are run. The truck is 
stationed at the back door of the feed 
mill, and as the grists are turned out they 
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are stacked into the truck. At night the 
load goes under cover, and the next morn- 
ing the son or Mr. Lennertz himself is 
away with it. Practically no orders are 
taken in advance. It is a pedling proposi- 
tion by one who knows just about how 
much of everything to take out since he 
knows his customers’ requirements so well. 


Preparing the Lennertz truck for a busy day 


The feed is the firm’s own brand, ground 
and mixed in its own mill. 

It shouldn’t be surmised, however, that 
no trade at all comes to the little mill in 
Merrillville. There are some farmers com- 
ing in with their own grain to grind, and 
as conditions improve the number in- 
creases. 

These customers are serviced from a 
mill and store with best equipment. There 
is a hammer mill and mixer and a com- 
bination sheller, cracker and grinder. Cus- 
tomers may load their cars or trucks at 
either the front door or the back, depend- 
ing upon their requirements. 

But it was the truck idea that saved 
the day, so far as real volume is con- 
cerned. Running the truck regularly two 
days a week is an advertising feature as 
well as a service, Mr. Lennertz notices. 
It makes the whole country remember that 
he’s still the feed mill man ‘in Merrillville. 

“The customers were not buying of the 
chain groceries because of price,” said 
Mr. Lennertz. “The chain grocery can’t 
beat prices and quality of the local feed 


dealer who owns his own mill. But the 
customers go there to get groceries and, 
seeing the feeds, they take them along 
because it means both feeds and groceries 
with only a single trip. With the delivery 
truck coming regularly to customers’ 
houses, however, they prefer to get their 
feeds from our mill.” 
Started as Blacksmith 

Mr. Lennertz came back from Mon- 
tana in 1928 to take up the work of 
blacksmithing where his father, still liv- 
ing, was leaving it off. Then he put in 
the feed mill as a sideline because the 
blacksmith trade seemed to be on the 
decline. The shop was maintained until 
the bulge in the feed business due to the 
delivery routes left no time for black- 
smithing. 

Mr. Lennertz believes business for the 
feed man is going to be better and better 
as long as efforts are made to meet cus- 
tomers on their own ground. It may have 
been all right once for the dealer to wait 
in his store for business to come, but it 
isn’t any more, he says, and his plan with 
the delivery truck is a good demonstration 
of the fact. His own store and mill is 
on the borderline between city and coun- 
try. At the south are fertile dairy farms 
white northward the trend is toward in- 
dustrialism and back-lot poultry keeping. 


e HARRY FRANKE, Franke Grain Co., 
Milwaukee, Wis., left with his wife and 
family July 25 to spend several weeks 
with his father, Herman Franke, at his 
summer home near Twin Lakes, Wis. 


e GENERAL MILLS, INC., Minneap- 
olis, Minn., has purchased the Dakota 
elevator, Buffalo, which is to be used by 
Washburn-Crosby Co. in conjunction 
with its Frontier elevator. The addition 
will give the company 6,000,000 bushels 
storage at Buffalo. 

@ QUINCY G. SMITH, owner of the 
Clinton Grain Co., Wilmington, Ohio, has 
purchased the Bainbridge Milling Co., 
Bainbridge, Ohio. 
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e McCABE BROS., Argyle, Minn., have 
installed a new feed mill. 


e MELROSE MILL, Melrose, Wis., has 
been purchased by S. Schuster, Bangor, 
Wis. 


FORMS NEW COMPANY 

Maurice Beaubaire, former manager of 
the Northwest Linseed Meal Co., has 
opened a brokerage business of his own 
at 615 Corn Exchange building, Minne- 
apolis, Minn., and is operating under the 
name, Gopher State Feed Co. Offices of 
the Northwest Linseed Meal Co. in Min- 
neapolis have been discontinued and busi- 
ness will be conducted out of Omaha, 
Neb., by A. A. Nixon & Co., the parent 
firm. 


DE HAVEN HONORED 

John B. De Haven, executive vice pres- 
ident, Allied Mills, Inc., was the guest of 
honor at a banquet at the Union League 
club, Chicago, July 12, in commemora- 
tion of his completion of 30 years of 
service with the firm. All district sales 
managers and other executives of Allied 
Mills, Inc., attended. 

During his service with Allied Mills, 
Inc., Mr. De Haven has acted in many 
capacities, being thoroughly familiar with 
every phase of the manufacturing and 
merchandising of commercial feeds. 

It was announced at the banquet that 
Allied Mills tonnage for the fiscal year 
ending June 30 was far ahead of the pre- 
vious year and was the largest in the 
history of the firm. 


 DR.SALSBURY’S 


FOR CHICKENS AND TURKEYS! 


Dr. SALSBURY’S 


THE Exp op 
ULS ND WORMS 
‘NO TAPEWORMS TETRAGONA) 


RLE 
vpel BOTH ROUND WORMS AND TAPE WORMS! 


(Tetragona) 


Because Dr. Salsbury’s Rota Caps 
are the only worming preparation 
containing ROTAMINE—the new- 
ly discovered scientific compound 
of active worm-removing drugs— 
only Dr. Salsbury’s Rota Caps 
offer all these advantages: (1) 
expel large round worms; (2) 
actually expel tape worms (Tetra- 
gona, and other species), heads 
and all; and (3) create their own 
mild, controlled laxative action, 
which helps in the ejection of the 
worms! 

Think what this means to your 
customers: more nearly complete 
removal of worms from chickens 


Branches: Jersey City, 


and turkeys than ever before pos- 
sible! 

Think what it means to you: the 
greatest opportunity in years to 
do an outstanding business in a 
worm-removal preparation! 

So stock Rota Caps and recom- 
mend them to all your customers. 
You'll find that they have “what 
it takes” to put greater profits in 
your cash register! 


Write at once for prices and details of the 
National Advertising Campaign and Dealer 
Sales Helps featuring Rota Caps. 


DR. SALSBURY'S LABORATORIES 
Charles City Se Iowa 


N. J.; Columbus, Ohio; 


Kansas City, Mo.; Fort Worth, Texas; Pomona, Cal. 


A NATION-WIDE POULTRY HEALTH SERVICE 


e EMERY PFUNDSTEIN, president of 
the Erie feed mill, Erie, Ill., recently took 
a well-earned vacation. In his absence, 
Charles Byam assisted at the mill. 

e STANDARD SEED CO., Madison, 
Wis., is a new incorporation and will 
participate in a general seed business. 
Incorporators are M. W. Rowell, G. E. 
Rowell and J. F. Cummings. 


e F. & M. FEED & SEED CO., Muncie, 
Ind., recently purchased a large building 
in order to obtain additional floor space 
necessitated by increased business. In 
the near future, the firm plans to install 
full equipment for the manufacture of 
feed and the cleaning of seeds. 

e A. FRANK LEATHERS has been ap- 
pointed sales manager in charge of meal 
sales for the new soy bean crushing plant 
now being erected by Swift & Co. near 
Wilbur Heights, Champaign, Ill. Mr. 
Leathers is widely known in the Middle 
West, having traveled that territory since 
1928, representing the Swift & Co. animal 
feed department. 


FATHER DIES 

James R. Walker, father of W. D. 
Walker, Arcady Farms Milling Co., Chi- 
cago, Ill., died at his home at Stockbridge, 
Mass., August 8. Burial was at Chicago 
with services at the grave on August 11. 
The entire trade joins in extending sym- 
pathy. 


DANFORTH FELLOWSHIPS 

The Danforth Foundation and Purina 
Mills, St. Louis, will be host to top rank- 
ing junior students of 37 state agricultural 
colleges of the United States and Canada 
at St. Louis this summer. Each year the 
Danforth Foundation and Purina Mills 
grant fellowships to outstanding students, 
enabling them to participate in a four 
weeks’ special training course in commer- 
cial and agricultural leadership. 

The honor students will meet in St. 
Louis August 2 and will proceed to Gray 
Summit, Mo., to the Purina experimental 
farm to watch feeding experiments with 
thousands of animals and birds. 

After one weeek, the group will return 
to St. Louis to spend a similar period 
studying the business end of feed mer- 
chandising. The final two weeks will be 
spent in Shelby, Mich., at the American 
Youth Foundation Leadership training 
camp. 


FARM INCOME GAINS 

Gains in practically all of the farm 
regions for agricultural products are re- 
ported for the first five months of 1937 
by the department of agriculture as com- 
pared to the same period last year. Fig- 
ures include receipts from 33 products 
which yield about 93 per cent of the an- 
nual cash income. Receipts according to 
regions for the first five months of 1937 
as compared to 1936 were as follows: 


1936 1937 

Jan.-May Jan.-May 
North Atlantic —.......... $293,917,000 $326,391,000 
East North Central ...... 532,394,000 634,251,000 
West North Central .... 612,834,000 608,594,000 
South Atlantic .. .. 202,035,000 233,020,000 
South Central .. 314,529,000 408,682,000 
Western .. 363,312,000 432,485,000 
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Mickey Finds Way to Take in Circus 


Over Lem Jones’ Veto 


the deserted shed across the street 

from the Hickory Grove feed store. 
They removed brushes attached to long 
handles and carried out several buckets 
and were soon daubing the side of the 
building with paste. 

Mickey, the office boy for Lem Jones, 
proprietor of the Hickory Grove feed 
store, watched them with avid interest. 
In a few minutes the barren side of the 
shed was transformed into a panorama 
of color. Leopards, with teeth bared, 
stood poised ready to rip their victim to 
shreds; a beautiful lady clad in tights 
balanced gracefully on a wire, and huge 
elephants, joined trunk and tail, marched 
majestically by. 

Lem Growls Like Lion 

Lem Jones, aroused from the work at 
his desk, by the sudden appearance of so 
much color in otherwise drab surround- 
ings, stared at the shed for a moment and 
then growled: 

“Mickey, why in blazes are they put- 
ting up all those posters, especially after 
we worked so hard to get those people 
who own the building to clean up that 
crazy advertising from the last election?” 

The office boy continued to gloat over 
the posters as he answered. 

“The circus is coming to town in two 
weeks, Mr. Jones,” he spoke excitedly. 
“They’re gonna’ show all those lions and 
elephants and everything you see on the 
posters. Boy, will that be fun!” 

Lem Jones scowled. 

“How do you figure you’re going to 
see the circus?” he taunted. “With all the 
work we’ve got to do around this place 
you haven’t the time to go around looking 
at those fakes.” 

Mickey Is Heartbroken 

Had his boss struck him with a ham- 
mer, Mickey would not have been more 
astounded and petrified. 

“Yes, sir,’ was all he was able to 
murmur, as he walked into the warehouse 
like one deserted by all his friends. Spot, 
the warehouse cat, trailing him looked 
Colefully across the street at the posters 
and then at her office boy friend as if 
understanding his plight. 

As Mickey wandered around the ware- 
house kicking viciously at full sacks of 
feed to vent his anger, Joe Rogers, one 
of Lem Jones’ customers, pulled up to the 
warehouse door with his automobile. Rid- 
ing in the front seat with him was his 
little son, Elmer. 


Tite men in a truck pulled up beside 


Mickey pulled himself together and. 


greeted them as cheerfully as the sinking 
. feeling within him permitted. Rogers 
asked. for a 25-pound sack of scratch feed 
which Mickey was soon loading into the 
back seat of the car. As he was carefully 
placing it in position so that the uphols- 
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© Elephants Were Glad It Happened, Too 


By EMIL J. BLACKY 


tery would not be soiled, the farmer’s boy 
suddenly noticed the circus posters. 

“Gee, paw,” he exclaimed. “Lookit the 
animals that are gonna be at the circus. 
We're gonna see them aren’t we?” 

“Why, sure, son,” agreed the father. 
“The harvesting will be finished by next 


ICKY and LEM JONES 

are back again and, as 
usual, in trouble. Read how they 
solve their difficulty this time 
and watch for more interesting 
articles about them in future 
issues of The Feed Bag. 


week and we can take a whole day off to 
see everything.” 

A thousand darts pierced Mickey’s 
heart when he heard those words and he 
swallowed hard before he could answer 
when Rogers said: 

“T suppose you'll be going too, Mickey, 
to see the elephants and clowns and the 
lions.” 

“Well, er, yes,” stuttered Mickey. “If 
things work out all right.” 

Only Spot, the warehouse cat, heard the 
office boy’s sobs back in a corner of the 
warehouse after Mr. Rogers and his son 
had departed. But the tears suddenly 
dried away as an idea flashed through 
Mickey’s mind, and he dashed into the 
office his feet hardly moving fast enough 
to carry him. 

Makes a Proposition 

“Mr. Jones,” he blurted, with such an 
excited expression on his face that Lem 
leaped to his feet thinking the boy had 
discovered fire in the warehouse. 

“Tf I sell $50.00 worth of feed for you 
all by myself, would you care if I took 
a day off for the circus?” 

Lem Jones’ first impulse was to call a 
doctor to determine whether his office 


boy had been sun struck, but the eager- 
ness expressed in the boy’s face appealed 
to his fairness. 

“All right,” agreed the boss. “It’s a 
bargain. You sell $50.00 worth of feed 
and you'll get the day off for the circus 
with pay.” 

That night Mickey did not get to bed 
until 10 o’clock, and would not disciose 
his whereabouts to anyone. He wore a 
confident look in the office on the follow- 
ing morning which made Lem Jones al- 
most feel that he would be without his 
office boy on circus day. But he dismissed 
the thought further from his mind, be- 
cause he knew that selling $50.00 worth 
of feed in dead August was a task even 
too difficult for himself. 

Mickey 100% Efficient 

The days rolled by rapidly with Mickey 
performing 100 per cent on all errands 
and work around the warehouse. 

“He’s just being efficient,” muttered 
Lem Jones to himself, “because he thinks 
T’ll let him off even if he doesn’t produce 
the $50.00 worth of orders. But I’m not. 
As long as he made a bargain with me 
I’m going to make him keep it or pay the 
penalty.” 

On the evening before the circus Lem 
summoned Mickey into his office. 

“Young fellow,’ he reminded. “You 
haven’t produced $50.00 worth of feed 
orders and tomorrow is circus day. Looks 
like you lost your bet. I’m sorry but that’s 
the way you wanted it.” 

Mickey smiled with confidence. 

“Don’t worry, Mr. Jones, the circus 
doesn’t start until noon and I have until 
12 o'clock to deliver those orders.” 

“We'll see,” challenged Lem, putting 
or his hat and departing for home. 

Mickey Makes a Call 

There was an ominous quiet in the 
offices of the Hickory Grove feed store 
cn the following morning. Lem Jones 
paced around in a rage for Mickey was 
nowhere to be found. 

“Of all the nerve,’ he shouted to the 
warehouse man. “He doesn’t live up to 
the agreement he makes but goes to the 
circus anyway. He’s fired — just plain 
fired.” 

Before the echoes of Lem Jones’ boom- 
ing voice had receded the telephone at his 
elbow rang. 

“This is Mickey,” 
the wire. 

And before he could answer in no un- 
certain terms Lem Jones heard sweet 
words. 

“You remember Frank Heller who owns 
the grounds near town where the circus is 
playing? Well, Mr. Jones, his son and me 
are real pals and he got his dad to promise 
not to let the circus use those grounds 

(Continued on Page Forty-five) 
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The larger and huskier the litter the more 


pounds of pork there will be to sell. Hogs, by 
nature and by selective breeding, are prolific— 
but even hogs will fail to breed, abort, farrow 
small litters and drop weak, puny pigs under 
a vitamin E deficiency. Only when ample vit- 
amin E supplies are assured does the breeder 
capitalize on the swine’s natural and normal 
fecundity. When the heavy vitamin E deple- 
tion that takes place during gestation and 
nursing is considered, it is easy to appreciate 
the vital need for taking definite and measured 
steps to build up the vitamin E reserves of the 


662 Roanoke Building 


ADVI WHEAT GERM OIL | 
In ADM cold-pressed Wheat Germ Oil, the 
Archer-Daniels-Midland Co. offers a stabilized 


source of Vitamin E, biologically assayed and 
guaranteed 40 P-L units to the gram. 


ADM WHEAT GERM OIL MEALS 


ADM Wheat Germ Oil Meals offer for the 
first time a constant and dependable source of 
vitamin E in dry form. ADM Wheat Germ 


Oil Meals may be substituted for wheat germ 
at an actual saving. 
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Specialties Division 


brood sows. Right now, as we approach the 
fall breeding season, the addition of vitamin 
E to hog supplements becomes of the greatest 


importance. 


How the brood sows are condi- 


tioned before breeding and how they are fed 
during gestation will determine the size and 
strength of the litters that will be dropped 
next spring. As a manufacturer of hog feeds 
you have a stake in this business of producing 
more pigs to fatten. Don’t leave the supplying 


of the reproductive vitamin to chance. Add 
vitamin E to your hog rations now! 


Minneapolis, Minnesota 


i THIS COUPON TODAY —— - 


ARCHES 


ARCHER-DANIELS-MIDLAND CO. 
662 Roanoke Blidg., Minneapolis, Minnesota 


Please send me a copy of your new bulletin “An Intro- 
duction to Vitamin E.” Also information on your Vitamin 
E stabilized and biologically assayed products, ADM Wheat 
Germ Oil and ADM Wheat Germ Oil Meals. 


Firm 
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Editonial Comment 


JUST ANOTHER My uncle was 70 years old on his last birthday. He’s in 
BIRTHDAY? good health, with a fine physique and a nice coat of tan. 


He fishes, hunts, plays a good game of golf and has a 
youthful red-headed wife. 


He was young at 69 but he felt that passing 70 would make him an “old man” i 
and so I telegraphed: “Life begins at 40 which makes you just 30 years young ; 
today. Congratulations and best wishes for the many good years to come.” 


That simple wire turned the trick. It restored his self-confidence, and justly 
so, for age is relative—much more a matter of mind than years. 


This month, The Feed Bag celebrates its 12th birthday. Twelve years may 
seem a long time but the question is: Are we 12 years old or 12 years young? 
Are we beginning to slip and to let things slip or are we keeping pace with the 
best—shooting straight and playing the game? 


For your answer, The Feed Bag points to the record. Advertising and circula- i 
tion gains both indicate that The Feed Bag is still growing. We published 256 t 
pages of advertising in 1936 as compared with 201 pages in 1935, a gain of 27 , 
per cent. We have published 203 pages of advertising in the first eight issues 
of 1937 as compared with 156 pages in the same issues for 1936, a further gain 
of 31 per cent. In the same years, the circulation has increased from 3,500 to 5,000 
copies per month, our guaranteed monthly minimum for the year beginning 
September 1, 1937. 


The quality of each issue of The Feed Bag has also been steadily improved. 
Editorially, we comb the country to bring our readers proved merchandising 
ideas which have been successfully used by other feed dealers. Every month, we 
publish chapter by chapter, “Merchandising Farm Supplies,” the only book of its 
kind ever written for the benefit of the industry. We also carry on with such 
features as “This Month in Your Feed Store,” ‘““Kracked Korn,” a monthly feed 
trade poem and cartoon, and “all the news a busy feed man has time to read.” 


Mechanically, one year ago we started printing on better and whiter paper 
using new and easier to read typography and a more modern make-up. Next 
month, we will again improve the quality of our paper using for all pages the 
same stock which Collier’s magazine uses only for its four color process printed 
inserts. There is no more carefully edited quality publication serving the feed 
industry. 


More important than careful editing and mechanical perfection is the service 
which a publication renders to its readers and to industry. We are consequently 
prdud that the service record of The Feed Bag is unsurpassed. The Feed Bag 
has taken the lead in advocating a cash basis for retail feed sales, stricter credit 
policies, organization of and protection for established dealers, and opposition to 
portable grinders. In addition, the staff of The Feed Bag operated national head- 
quarters for the feed trade code during the period of the NRA and is now spon- 
soring the celebration of National Feed Week from October 11 to 16, 1937 as 
well as undertaking the publication of The Feed Bag Annual Feed Buyers 
Guide, a year book of which the first issue will be in circulation on November 1. 


The 12 years we have published The Feed Bag have been crowded with activity. 
They have added to our experience and they have made us more able to serve 
you even better in the future than we have in the past. The Feed Bag is 12 years 
young—and still growing. 


DAVID K. STEENBERGH 
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EXCELSIOR 


Quality Products 


Peter Pan Flour oes, 


Patent 


Prize Medal Flour —, 


Patent 


Patent 


Empire Flour 


Excelsior’s Camel Fancy Wheat 
16% 


Excelsior’s 160 Dairy Feed 
(Also 20%, 24% and 32%) 


Excelsior’s Concentrate 40% 

Excelsior’s Grain Balancer -.-.......-- 32% 
Excelsior’s Egg Mash, Sr.,—also 

© Jumbo Bran » 


© Jumbo Flour Middlings 


Mixed Cars A Specialty 


Excelsior’s Growing Mash _____......... 18% 

Excelsior’s Starting Mash ___._........ 18% 

Excelsior’s All Mash Starting and 
18% 


Excelsior’s Turkey Growing Mash_.22“ 
Excelsior’s Turkey Starting Feed....26% 
Excelsior’s Pig Meal ___................... 18% 
Excelsior’s Complete Hog Feed __.... 15% 


Jumbo Standard Middlings 


Jumbo Red Dog 


EXCELSIOR MILLING 


MINNEAPOLIS » 


COMPANY 


» MINNESOTA 


FRANK J. KOVARIK, President and Manager 
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Dairy Day Sponsored by Merchants 


Brings Farmers to Town 


HE feed dealer who takes part in a 

co-operative rural trade development 

program usually makes contacts 
which prove very valuable to him and he 
also has an opportunity to show farmers 
that he is willing to work hard to further 
the dairy and agricultural interests of his 
area. 

Witness the case of Joseph J. Kuber, 
feed dealer at Menominee, Mich. Each 
year business men in this city of 12,000, 
through their chamber of commerce, and 
with the added co-operation of — the 
Menominee County Dairy Herd Improve- 
ment association, stage a Dairy Day at 
Beach Park. Menominee, wherein city 
folk honor the farmers. 

Prize Cattle Exhibited 

To this event farmers bring their prize 
cattle, and last year Mr. Kuber donated 
all the feed necessary to feed the animals 
during the day. There were 60 prize cattle 
on exhibit by farmers and some 40 calves 
by 4-H club boys and girls. 

For years Mr. Kuber and other Meno- 
minee merchants had been experimenting 
with rural trade development programs, 
but none of them clicked until they hit 
upon the Dairy Day idea. Bargain days, 
dollar days, fall festivals, city-country 
picnics, all failed to bring a satisfactory 
response. Farmers always seemed to feel 
that city people were trying to get them 
to the city merely to buy. So they usually 
stayed at home. 

Idea Pleases Farmers 

Finally the business men reversed their 
actions and informed farmers they were 
going to honor the county dairy and agri- 
cultural interests once a year in a big 
Dairy Day and award prizes for good 
cattle. This did the trick. Farmers are 
naturally and justly proud of their place in 
the modern economic setup, and Dairy 
Day shows that city folk realize this 
contribution. Practically every Menominee 
business man has benefited from partici- 
pation in Dairy Day by increased business 
from rural areas throughout the year. 

Dairy Day begins with a huge Parade 
of Villages. Each of the 18 villages in 
the county enters a float in this parade 
and behind each float come the cars of 
farmers and townspeople from that dis- 
trict. The big procession winds up at 
Beach park on cool Lake Michigan. Here 
under big tents the prize cattle are on 
display for people to inspect and admire. 

Farm Experts on Program 

During the day, talks by agricultural 
and dairy experts are broadcast to all 
sections of the big park. The information 
in these talks is an education to farmers 
and city folk alike. Speakers always 
stress the value of quality dairy products 
which farmers produce for consumption 
by city people, and how farmers spare no 
pains to do a good job. Last year O. E. 
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Reed, Washington, D. C., chief of the 
dairy division of the United States de- 
partment of agriculture, was the principal 
speaker. : 

At noon and in early evening members 
of various women’s clubs serve sandwiches 
and milk to farmers. Last year more than 
25,000 sandwiches were served for two 
meals. All the material for lunches was 
donated by city residents and business 
men. No charge for meals was made to 
farm folk. 

The first year Dairy Day was staged 
an admission fee of 10 cents per person 
was charged to help defray expenses but 
the following year this fee was dropped, 
as merchants figured the event was so 
worthwhile that they would bear all the 
costs. 

Hold Milking Contest 

Boy and girl Scouts maintain a first 
aid station, a lost and found department 
and also police the grounds. This helps 
considerably in making Dairy Day a 
success. 

A country milkmaid, milking contest 
also takes place on Dairy Day, with town- 


® Dealer Supplies Feed for Cattle on Exhibit 


ship winners competing for the grand 
prize. This event always attracts many 
people. 

The 4-H club displays, too, draw large 
crowds, for the 4-H club movement in 
the community has made considerable 
headway in recent years. 

Follow up After Contest 

The chamber of commerce, including 
Mr. Kuber, follow up on the good will 
built during Dairy Day. Delegations of 
business men are sent to most farmers’ 
meetings during the year in Menominee 
county to show farmers that merchants 
want to keep in touch with what farmers 
are doing, and want them to know, too, 
that city folk want to help farmers solve 
their problems. Often the chamber of 
commerce furnishes speakers free for 
such meetings. 

All in all, Dairy Day is a rural trade 
development idea that can be worked 
successfully in almost any section of the 
country by feed and other dealers who 
are willing to do their part to make the 
affair attractive to farmers. 


lowa Feed Dealers to Convene 
September 13 and 14 


NOTHER organization was added to 

the list of those from all parts of 
the country which are supporting Na- 
tional reed Week when the Independent 
Feed Dealers of Iowa at a recent meet- 
ing of its board of directors officially 
endorsed the movement. The vote in 
favor of the celebration which is to be 
held October 11-16 inclusive was unan- 
imous. 

The directors also made plans for the 
annual convention of the association 
which is to be held, September 13 and 14 
at the Savery hotel, Des Moines, Ia. 
George H. Schaaf, Schaaf’s feed store, 
Des Moines, secretary of the organiza- 
tion, is now busy making arrangements 
for the program which will include ad- 
dresses by experts in the feed trade and 
a discussion of the Iowa plan for financ- 
ing feed sales which is now in operation 
and a proposed movement to curb direct 
selling by wholesalers and manufactur- 
ers. It is expected that an Honor Roll 
plan similar to that which has been put 
into effect by the Central Retail Feed 
association will be submitted for con- 
sideration. 

The convention will be the second an- 
nual meeting to be held by the associa- 
tion and is expected to attract a large 
attendance of feed dealers from all parts 
of the state. 

Motion was also carried at the board 
of directors meeting that the Independent 


Feed Dealers of Iowa endorse the Grain 
& Feed Dealers National association and 
lend their moral support to this organ- 
ization. 

Present officers of the Iowa association 
are Ralph Sprague, Sprague’s feed store, 
Oelwein, Ia., president; L. R. McKee, 
McKee Feed & Grain Co., Muscatine, 
Ia., vice president, and Mr. Schaaf, sec- 
retary. 


e F. F. BECKER, Woodland Lumber & 
Grain Co., Woodland, Wis., is the proud 
father of a baby boy born July 15. The 
young lad weighed eight pounds and two 
ounces at birth and has been named 
Franklyn William. 

e HARRY SNYDER, Greene County 
Farmers Exchange, Waynesburg, Pa., has 
opened a branch store at Hundred, W. 
Va. His sons, Charles and Albert, are 
associated with him in the business. 


e MICHAEL V. MALONEY, vice pres- 
ident, Great Eastern Feed Co., Lowell, 
Mass., died recently at Virginia Beach, 
Va. Burial was at Lowell. 

e HARRY COWAN, Spencer Kellogg & 
Sons Sales Corp., Minneapolis, Minn., 
visited Milwaukee, Wis., recently on a 
business trip to Chicago, St. Louis, Kan- 
sas City, Omaha and other points. 
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-NATIONAL/ 
FEED WEEK 


BETTER FEEDING BRINGS Aiggcr PROFITS 


Here is the sticker, in actual size, which you 
are urged to attach to your out-going mail to 
boost National Feed Week. The stickers are in 
two colors, red and green, and may be obtained 
at cost—$2.00 per 1,000. Place your order with 
The Feed Bag, 741 N. Milwaukee street, Milwau- 
kee, Wis., now. 


EMBERS of the feed industry are 
mobilizing in rapidly increasing 
numbers to put across National 

Feed Week which will be held October 11 
to 16 inclusive. 

Dealers, manufacturers, wholesalers, 
associations, allied firms and agricultural 
stations are giving their combined sup- 
port to the celebration and making plans 
te observe it with special sales, local meet- 
ings, field days and other events. 

Big Demand for Stickers 

Thousands of stickers attached to out- 
going mail have already carried the mes- 
sage of National Feed Week to all parts 
of the country and orders for more are 
coming in daily. The stickers are mini- 
atures of the large posters which will soon 
be ready for distribution for the purpose 
of window and store displays. 

In the offices of The Feed Bag, Na- 
tional Feed Week headquarters, elaborate 
preparations for advertising and publiciz- 
ing the celebration are under way with the 
staff working every available minute. 
Complete kits containing suggested ad- 
vertising for local newspapers, model 
publicity stories to hand to the local edi- 
tor, posters, and other helps will soon be 
available to the trade. 

Four More Endorsements 

Four more associations within the past 
few weeks gave their official endorsement 
to National Feed Week. They are the 
Independent Feed Dealers of Iowa, West- 
ern Grain & Feed Dealers association, 
Association of American Feed Control 
Officials and the Society of Grain Eleva- 
tor Superintendents. This brings to a total 
of 14 the organizations giving full sup- 
port to the celebration. 

“The Association of American Feed 
Control Officials,” writes L. E. Bopst, 
College Park, Md., secretary of the group, 
“heartily endorses the program you are 
sponsoring for the celebration of a Na- 
tional Feed Week in October. The re- 
lationship between our association and 
those in the trade is based upon a true 
community of interests in the welfare of 
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National Feed Week 
Gaining Endorsement 


Of Agriculture 


the feed consumer upon whose _pros- 
perity the feed industry rests. We wel- 
come any movement which has for its 
objective the merchandising of more and 
better feeds.” 

Support Ferm Agriculture 

That agricultural interests also approve 
of the celebration of National Feed Week 
is evidenced by the spirit of cooperation 
expressed by the Ohio agricultural ex- 
periment station which plans to hold its 
annual Feed Merchants’ Day some time 
between October 11 and 16. 

“National Feed Week,” writes Paul 
Gerlaugh, chief of the animal husbandry 
department at the station, “is a good idea 
because the feed industry is a vital part 
of agriculture and much more so than 
most people realize. 

“Doubtless we will go ahead and hold 
our Feed Merchants’ Day during the 
Feed Week and will take advantage of any 
suggestions offered.” 


Plan 4-H Club Awards 

The importance of the feed industry 
will be emphasized through 4-H clubs dur- 
ing National Feed Week as the result of 
a program adopted by the Central Retail 
Feed association. Each month since last 
April this organization has been selecting 
two state champions in various projects 
such as grain raising and potato growing 
and has arranged to present the boys and 
girls chosen with a certificate and a gold 
pin. Presentation of these awards is to 
be made by the feed dealer member of the 
association from whose territory the 
champion is picked. 

By the time National Feed Week ar- 
rives 12 boys and girls will have been 
chosen. The association has therefore de- 
cided to present all the awards during 
National Feed Week and to plan a special 
ce'ebration inviting all the farmers and 
4-H club boys and girls when the official 
presentation is made. Thus members of 
the association will be given a splendid 
opportunity to drive home the importance 
of the feed dealer to his community and 
te show the willingness of dealers to co- 
operate in the advancement of 4-H clubs 
and other farm organizations. 

Trade Responding Well 

Judging from responses already re- 
ceived there will be individual effort on 
the part of dealers and manufacturers in 
all parts of the country to put across the 
National Feed Week idea. Some are plan- 
ning to hold farmers’ meetings _ with 
speakers imparting valuable information 
cn feeding problems. Others are getting 
ready to dress up their stores and to hold 
a special sale during the entire week. 
Where two or more dealers are located 
in a town the plan for getting together 


and celebrating on a cooperative basis is 
under consideration in many cases. 

Although an abundance of suggestions 
will be offered when literature and com- 
plete kits are available from National 
Feed Week Headquarters, the staff of 
The Feed Bag is ready and willing to 
answer individual inquiries on how Na- 
tional Feed Week can be celebrated to 
advantage. Much help from the manu- 
facturers and wholesalers is also antici- 
pated in the way of ideas, and association 
secretaries are expected to act as a clear- 
ing house for their respective organiza- 
tions on Feed Week supplies and _in- 
formation. 

The associations which have, to date, 
officially endorsed National Feed Week 
are as follows: 

Eastern Federation of Feed Mer- 
chants 

Grain & Feed Dealers National As- 
sociation 

American Feed Manufacturers Asso- 
ciation 

National Feed Distributors Associ- 
ation 

Pacific Northwest Feed Association 

Central Retail Feed Association 

Northwest Retail Feed Association 

Indiana Grain Dealers Association 

Ohio Grain, Mill & Feed Dealers 
Association 

National Hay Association 

Independent Feed Dealers of Iowa 

Western Grain & Feed Dealers As- 
sociation 

Association of American Feed Con- 
trol Officials. 

Society of Grain Elevator Super- 
intendents 


a 


e HARMON FEED STORE, Boone, Ia., 
has been purchased by Paul O. Koppen- 
haver. 


oe 


e VALLEY CITY MILLING CO., Port- 
land, Mich., has opened a retail flour and 
feed department in one of its ware- 
houses adjacent to the main plant. 


WISCONSIN 


Fire of undetermined origin destroyed 
the plant, machinery, equipment, grain 
and feed of the Eau Claire Elevator Co., 
Eau Claire, July 12. Loss was estimated 
at $12,000. 

S. Schuster, Bangor, has purchased the 
Melrose Mill, Melrose. The mill is being 
repaired and remodeled. 

The Augusta Flour & Feed Co., Aug- 
usta, has started erection of a garage and 
additional warehouse space. 

E. A. Kunde, Clyman, has sold his 
business to the Cylman Elevator Co. 
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You can depend 
upon 


NOPCO 


As you depend 
upon the 


BURLINGTON 
ZEPHYR 


of miles of 
steel rails, flashing 


through towns, cities, vil- 
lages. A fast train visiting 
these places every day—always on 
schedule — bringing news, busi- 
ness, travelers, and home-town 
folks. The whole nation relies upon 
the safety and dependability of 
such great trains. 


And the feed trade relies upon 
NOPCO XX to do its job with the 
same absolute reliability. 


For nearly a decade, NOPCO XX 
has led the field as a reliable source 
of Vitamins A and D for farm 
feeding. During this period, vit- 
amin feeding has grown from 
sheer guesswork to a science al- 
most as exact as that of locomo- 


tive engineering. And Nopco XX 
leads today. 

Such dependability makes for 
confidence and security. A single 
experience with rickets, with un- 
seasonable molt, with soft-shelled 
eggs, may destroy a feeder’s con- 
fidence in a feed. Uniformly profit- 
able results build a confidence that 


OF THE INDUSTRY 


brings and holds business, and 
constitutes the best kind of ad- 


vertising. Without exception, 
every chick or laying bird that 
gets the recommended amount of 
Nopco XX will receive its full 
quota of Vitamins A and D. Here 
then is one phase of poultry- 
raising that can be put on a basis 
of “good insurance.” 

Standardize on NOPCO XX, and 
get rid of a worry. A card to us 
will bring a NOPCO man to call, 
without obligation to you. 


NATIONAL OIL PRODUCTS CO., INC.~ESSEX ST., HARRISON, N. J. 
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Customers in Trouble Find Munroe 


Ready and Willing to Help 


@ Friendly Service Builds 


NE night, just as he was about to 

go to bed, the telephone of Clarence 

C. Munroe, feed dealer, East Provi- 
dence, R. I., rang. A customer in trouble 
was calling. 

“There’s something wrong with my 
hens,” he said, “and I can’t figure out 
what it is. Can you get that manufacturer’s 
service man around the first thing in the 
morning?” 

“I’m awfully sorry,’ Mr. Munroe re- 
plied, “but he is not in Rhode Island now 
and will not be back for a couple of weeks 
What seems to be wrong?” 

The customer then went on to tell all 
about how the hens acted and said they 
had never been that way before and he 
was stumped. Mr. Munroe, however, rec- 
ognized the malady, told him what to do 
and promised to deliver a spray that was 
needed the first thing in the morning. 

Gives Prompt Service 

After he had hung up he wasn’t so 
certain that the next morning would be 
soon enough for the spray. He decided 
the customer ought to have it and use it 
that night so he dressed, got out his car, 
drove to the store, obtained what was 
needed and speeded to the customer’s 
farm. There he met the farmer, went into 
the poultry houses and spent some two 
hours spraying. The hens were saved and 
no charge was made for the special service 
rendered. 

The policy of his company is to sell 
the idea to the customers and thus did 
Clarence C. Munroe add another satisfied 
customer to his list. This policy is the 
result of 18 years’ experience in the feed 
business. It was shortly after Mr. Munroe 
had cast his first vote that he went to 
work in his uncle’s grain store. From the 
start, it was made perfectly plain to him 
he could not hold the job because of kin- 
ship to the owner. As a matter of fact 
there is reason to believe that perhaps a 
little more was expected of him than 
would have been the case had he been a 
stranger. At any rate it was performance 
that counted. He had to earn his salary 
in full every week and one of his first 
tasks was going out among the customers 
and getting their orders. 

Stressed Confidence Early 

He became impressed with the confi- 
dence many of the customers showed they 
had in the firm. His problem clearly was to 
serve them in such a way they would 
come to have the same degree of confi- 
dence in him and consider him a worthy 
employee of the store. This he strived to 
do and the result was a performance on 
his part which held his job until the death 
of his uncle. Then, as it was apparent the 
firm would not be continued for any great 
length of time, the problem arose as to 
what to do. 


With the following of customers he 
could bring to any firm, it would have 
been a simple matter to have obtained 
another job. It was not so simple a matter 
to find a concern with the same business 
policies as those he had been taught to 


Clarence Munroe’s Attractive Store 


follow for 13 years. The best solution 
seemed to be to go into business for his 
customers. That is to start a store which 
would serve them exactly as they had 
been served in the past. So, five years ago, 
the Clarence C. Munroe Grain Co. came 
into existence. 

Becoming the head of the concern has 
not changed this man except that it has 
added responsibilities which he did not 
have to shoulder before. He continues to 
cover the routes he had covered during 
the years before. 

He makes his calls dressed more as a 
farmer than a big business man. This is 
part of his policy. He does not consider 
it a good plan to be so expensively attired 


Ohio Dealers to Hold 
Parley October 6 


The 58th annual fall meeting of the 
Ohio Grain, Mill & Feed Dealers associa- 
tion will be held at Lima, Ohio, Wednes- 
day, October 6. W. W. Cummings, secre- 
tary of the association who is directing 
arrangements for the program, is anxious 
to hear from dealers regarding the subjects 
they would like discussed. 

Committees which will serve the as- 
sociation during the ensuing year have 
been appointed by G. E. O’Brien, O’Brien 
Milling Co., Greenvi'le, new president of 
the organization. The committees and 
those who will act on them are as follows: 

Arbitration—S. L. Rice, Metamora, 
chairman; John H. Motz, Brice, and 
H. L. Hockman, Canal Winchester. 

Legislative—Elton Kile, Kileville, chair- 
man; C. A. Hiegel, Leipsic, and F. E. 
Watkins, Cleveland. 

Transportation—C. R. Halter, Cleve- 
land, chairman; D. J. Schuh, Cincinnati, 
and R. F. McAlister, Columbus. 

Membership—L. G. Bradstock, Welling- 
ton, chairman; C. B. Dillon, Bellevue; 
George O’Brien, Greenville; H. W. Heff- 


Big Volume of Trade 


that some of his customers gain the idea 
he is making a lot of money, perhaps 
more than he should be making and that 
they are helping him make it. 

He has been successful to a marked 
degree in selling them the idea he is their 
grain dealer rather than a dealer from 
whom they buy grain. He is working for 
them from start to finish. To carry out 
this policy Mr. Munroe has learned it 
does not pay to handle anything but 
quality products. In addition to the reg- 
ular hay, grain and stock feed for dairy 
and poultry farms and the dog and pet 
food and remedies sold, paint and poured 
concrete blocks are sold as side lines. 

Feeds are bought in quantities to assure 
fresh stock on hand. Great care is taken 
to make certain that when a new ship- 
ment arrives the last of the stock still 
left is sold and delivered before any of 
the new stock is moved. 

Advertising is used to a considerable 
degree by Mr. Munroe. For the most 
part, however, dependence is placed upon 
personal salesmanship. 

He makes extensive use of manufac- 
turers’ service men as is indicated by the 
fact that the customer who called him late 
at night wanted to get in touch with the 
service man. He spares no effort to help 
each and every customer to make as great 
a success as possible. He is in business 
for his customers. They are his boss. He 
strives to earn every cent which they 
pay him. 


ner, Circleville; Everett Early, Waynes- 
ville; E. A. Fitzgerald, Cincinnati; C. E. 
Wilkinson, Sidney, and Mr. Helm, Cleve- 
land. 

Mr. O’Brien reports that he considers 
every present member of the association 
as be'onging to the Boosters committee 
and that he will appreciate any efforts on 
their part to increase the membership. 


e WILLFORD FEED AND SEED 
store, Waterloo, Ia., is installing a feed 


grinder and mixer. Berl Willford is man- 
ager. 


e W. D. WALKER, Arcady Farms Mill- 
ing Co., Chicago, visited Minneapolis, 
Minn., on business recently. 


e KURTH MALTING CO., Milwaukee, 
Wis., is planning to build an addition to 
its present plant at S. 43rd and W. burn- 
ham streets which will increase its annual 
capacity by 1,500,000 bushels. 


e FINGER LAKES & HUDSON flour 
mill, Geneva, N. Y., recently completed. 
has begun operations. It has a capacity 
of 1200 barrels per day. 
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Gone is the old idea that growing stock has to be held back or they will 
become precocious, undersized pullets laying small eggs. The size of the first 
eggs does have a direct relation to the size of the bird when she starts to 
lay, but the age of sexual maturity is more or less hereditary. Build a sturdy, 
healthy, full sized pullet and you form a good sized “egg mold.” How well 
you build depends on how well you feed. Deprive growing pullets of the ele- 
ments essential for good growth and full development and you pay the penalty 
in smaller eggs and less profits during the first laying months. 


Ultimate egg size is largely a matter of breeding or heredity like the age of 
maturity, although diet does have some definite effect as shown by scientific 
investigations. 


Milk in the ration is of greatest importance. The right amount of dry skim 
milk in growing mashes is real economy—unequaled in value for building 
profitable egz machines—unsurpassed in terms of egg size from the first egg 
to the last. 


Get the facts! Be up-to-date! Consult our Feed Service Department on your 
erowing and laying mash formulas. We will be glad to help you solve your 
feed problems. 


American Dry Milk Institute, Ine. 


Desk 773. 221 N. La Salle St. 
Chieago. Ill. 
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e OCEAN VIEW FEED CO., Wilming- 
ton, Del., has been incorporated for 
$100,000. The company will deal in all 
types of stock and poultry feed. In- 
corporators are Isaac F. Short, Timothy 
E. Melson and John C. Mitchell. 


MODERNIZE MILL 


Tennant & Hoyt Co., Minneapolis, 
Minn., has completed the installation of 
new machinery and the rebuilding of its 
mill. The expansion was necessitated by 
increased business. A capacity of 1800 
barrels of flour a day is now provided. 
Officers of the company are Richard A. 
Hoyt, president; Charles R. Hoyt, treas- 
urer; C. E. Brostrom, vice president, and 
C. H. Crawford, secretary. The firm 
manufactures Golden Loaf flour. 


Offer to Store Farmers’ Grain 


Leads to Feed Sales 


FPARMERS who want to keep their 

newly harvested grain in proper condi- 
tion can do so as the result of a new 
service offered by the Bedford Feed Co.. 
Bedford, Pa. This firm is offering storage 
facilities at its plant for a nominal charge 
to growers who wish to protect their grain 
against mould, insects, mice, discoloration 
and other factors which are prevalent on 
the usual farm. 

Besides the advantages of all the space 
a farmer needs at his disposal when he 
wants it, there are other striking features 


CHICAGO, US A 
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Profit Building Feeds 


@ Many successful farmers—hog raisers, cattle feeders, dairymen—have been 
long time users of Quaker Feeds. These men know to a certainty that Quaker 
Feeds will always deliver service—give the expected production and growth 
which assure satisfactory profits. 


@ That these practical men continue to use and recommend Quaker Feeds 
year after year is proof that these feeds fully meet their needs. 


@ The Quaker line provides efficient feeds for every live stock activity. 
Sugared Schumacher feed, for more than 40 years the standby of farmers, 
not only for growing finer young stock, but for blending every ration for 
every type of stock on the farm. 


@ Quaker Dairy Rations contain the nutrients cows require to make more 
pounds of milk. Available in 16%, 20%, and 24% protein content, they offer 
the milk producer opportunity to choose the protein content that will work 
best with his home grown roughage. Push these four feeds. They pay their 
users and will pay you. Feeding directions in the sacks. ° 


THE QUAKER OATS COMPANY 
Dept. 13-H, 141 W. Jackson Blvd. CHICAGO, U. S.A. 


eige 


to the plan. When a load of grain is 
brought to the Bedford Feed Co. for 
storage the customer obtains a receipt 
which guarantees to him the return of feed 
equivalent to the value of the grain. This 
means that aside from the lessening in 
weight due to evaporation of moisture of 
newly harvested grain which the farmer 
must stand, he lets the Bedford Feed Co. 
assume the worries. 

Furthermore, the owner of the grain 
can, if he desires, phone the company and 
have a formula made up using his grain 
with other supplements furnished by the 
firm. He is then charged only for the 
additional ingredients mixed with the 
grain and has the advantage of having a 
complete, balanced ration returned to his 
farm. 

The plan thus gives the Bedford Feed 
Co. an excellent opportunity to boost its 
sale of concentrates and other ingredients 
handled. The grain in storage can also be 
exchanged for ready mixed feeds. 

Much favorable publicity has resulted 
for the company as a result of the service 
extended to farmers and good will toward 
the firm has been enhanced. M. P. Bixler, 
president of the firm, is enthused over the 
idea and many farmers are taking advan- 
tage of his considerate offering. 


e GEORGE H. MIDDLETON 
D. E. Middleton have sold the People’s 
elevator, Peck, Mich., to Guy M. Rowell. 


e STEELE BROS. have purchased the 


Harry Swenson flour and feed mill, 
Cherokee, Ia. 


OHIO 

Newsome Feed & Grain Co., Louisville, 
has been incorporated with a capital stock 
of $125,000. 

A fire at the Kelling Seed Co., Elyria, 
caused damage estimated at several thou- 
sand dollars recently. 

Hite’s Feed Mill, Delta, has installed 
a new feed mixer. 

The Jackson Center Grain Co. elevator, 
Wapskoneta, has been purchased by the 
Jackson Center farm bureau exchange. 

Kenneth Robinson has been named 
manager of the Mumaw feed store, East 
Claridon. 

The Mills Feed & Seed Store, Carding- 
ton, has added a cupola to its building 
and has installed new high-speed elevator 
buckets. Provisions have also been made 
for the automatic weighing of grain 

The Safe-Way Feed Co., Forest Park, 
Ill., has opened a retail store in Washing- 
ton. 

The Merchants Creamery Co., Barnes- 
ville, has opened a cream station and feed 
store. 

The new building being constructed by 
the Fetterman Milling Co., Walbridge, is 
now nearing completion. 

The Farmers elevator, Beaver Dam, 
was totally destroyed by fire caused by 
lightning, July 5. 
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Here Are Slogans Used by Dealers 


Have You a Better One? 


YOUNG advertising man when 
asked to prepare copy on the mer- 
its of Ivory soap, brought into his 

copy chief a long, technical explanation 
telling why the product remained above 
the surface of the water. The veteran of 
many years in the business struggled 
through the page or more of copy, crossed 
out the entire attempt and with a flourish 
of his pencil wrote the words, “It Floats.” 

This slogan has since become synonym- 
cus with Ivory soap and along with other 
familiar expressions such as “Good to the 
Last Drop,” “Ask the Man Who Owns 
One,” and others has served successfully 
to promote the sale of the product. 

Feed Dealers’ Slogans 

Many feed dealers in all parts of the 

country have realized the value of a 
slogan in promoting their business and are 
accordingly featuring terse sayings that 
exemplify the outstanding feature of their 
service on letter heads, invoices, and in 
their newspaper and direct mail advertis- 
ing. 
The Sanford Cash grain store, Gorham, 
Me., believes in appealing to the prac- 
tical side of its customers. The slogan 
used by this firm reads ‘Practical Feeds 
for Practical Feeders.” 

The custom end of its business is fea- 
tured by the Old Stone mill, Whitewater, 
Wis., which has as its byword “Grinding 
and Mixing What You Want in Dairy 
and Poultry Feeds.” 

For the Land’s Sake 

“All Kinds of Grain Bought and Sold.” 
is the way in which F. C. Lea, P'ainfield, 
Wis., aptly describes the service he has to 
offer. 

A humorous yet effective vein is inject- 
ed into the slogan which has been doing 
a good selling job for E. J. Crane & Sons, 
Chippewa Falls, Wis. “For the Land’s 
Sake Sow Crane’s Selected Seeds,” it 
reads. The customers see it and chuckle 
but it also leaves a serious impression on 
their minds and they follow the advice 
given to the satisfaction of the firm which 
enjoys a nice volume of business. 

The slogan used by Fullers Feed & 
Grain store, Livermore Falls, Me., is all- 
inclusive. “A Better Feed for Every 
Need” is the boast it makes and customers 
have learned that the firm lives up to its 
claims. 

Down in Clyde, N. Y., the Clyde- 
Remco Milling Corp.. lets the trade know 
that its feeds do a good job. The slogan 
appearing on the firm’s letterhead reads 
“Feeds That Make Them Produce.” 

Feeds With Service 

That it not only sells feed but gives 
that extra something along with the prod- 
uct is imparted by short but snappy slogan 
used by the Farmers Supp!y Co., Im- 
perial, Pa. “Feed With Service” boasts 
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this firm and lives up to the claim in 
actual practice. 

An invitation to become one of the 
happy family of satisfied customers is ex- 
tended in the slogan which has been 
adopted by H. E. Branch & Son, Onsted, 
Mich. “Tie up to Us” says this firm and 
then by handling quality products and ex- 
tending worth-while service proceeds to 


yye" big business is proud of its 

slogan. What is yours? In the 
article herewith The Feed Bag has 
gathered and presented slogans used 
by various dealers with success in 
promoting their business. Perhaps 
you have a clever, more effective one 
than those presented here. We'd like 
to know about it and publish those 
which, in our opinion, are outstand- 
ing in future issues of The Feed 
Bag. Just send your letterhead or 
other literature containing your slo- 
gan to the Slogan Editor, The Feed 
Bag, 741 N. Milwaukee street, Mil- 
waukee, Wis. Then watch for your 
name. 


prove why such a connection is profitable. 

Freshness of its feeds is the keynote 
expressed in the slogan of Beck’s Mill, 
Waukesha, Wis., which advertises “Fresh 
Feeds Since 1897.” The Dering Feed Co., 
Columbus, also stresses freshness and uses 
the saying “Dering’s Feeds Are Always 
Fresh.” 

Emphasize Square Deal 

A. L. Wagner & Co., Haven, Wis., 
which has an unusually large number of 
loyal customers attributes some of its 
success to the slogan which appears reg- 
ularly in its advertising and on its litera- 
ture. “Service and a Square Deal to 
Everybody” is the manner in which the 
firm expresses its sentiments toward the 
farmers. And they find it to be a sincere. 
gesture. 

Although his feeds contain vitamins 
and all of the other necessary ingredients 
G. Van Dam, Rio Creek, Wis., believes in 
adding two more intangible but important 
factors. He describes these in the slogan, 
“We Mix Service and Satisfaction in 
Every Bag.” 

Klemme Bros., Kiel, Wis., emphasize 
the quality of their products by claiming 
“Full Value Feeds,” while the Richland 


@ Catchy Phrases Help to Promote Business 


Feed Co., Richlandtown, Pa., adds a lit- 
tle extra note with a similar slogan which 
reads, “Quality Feeds at Moderate 
Prices.” 

Slogans That Rhyme 


The rhyming of words makes the slogan 
used by the Livonia Seed & Produce Co., 
Livonia, N. Y., both catchy and effective. 
“The Best in Seeds for Farmers’ Needs.” 
is its constant reminder to customers. 
The rhyming principle is also adopted by 
Acme Feed & Service, Spiceland, Ind., 
whose slogan reads, “Feed for Every 
Need.” 

Little’s Grain store, Richmond, Me., 
believes in a long slogan. On one side of 
its letter head appear the words, “Join 
the Ranks of Satisfied Customers,” while 
cn the other side is printed “Save the 
Difference.” Both have illustrations ac- 
companying them. 

There is no limit to what Palmer & 
Golding, New London, Ohio, can do ac- 
cording to their claims. “We Can Make 
Any Kind of Feed” their slogan reads. 

M. M. Graves, Baraboo, Wis., lets his 
customers know that poultry feeds are 
his specialty by using the slogan, “Chicken 
and Laying Mash of Tested Quality.” 

Quantity and Quality 

B & B Feed & Coal Co., Farmland, 
Ind., has both a slogan and a motto. They 
advertise the following: “Our slogan— 
‘Service With a Smile’; Our motto— 
‘Quality and Quantity at Low Cost’.” 

Lomira Cooperative Co., Lomira, Wis., 
emphasizes its willingness to meet cus- 
tomers more than half way. Its slogan 
reads, “We Believe in Cooperation.” 

One of the shortest slogans on record 
is that used by Albert L. Greiling, New 
Franken, Wis. It reads, “My Motto: 
Hustle” and increasing business has forced 
him to live up to the slogan. 

Jacob Rubinoff, Vineland, N. J., takes 
advantage of his experience to build up 
his slogan “Building Better Feeds Since 
1906.” 

Home Town Appeal 

The Milltown Cooperative Produce & 
Shipping association takes a slap at the 
chain stores and appeals to the farmers’ 
community pride. “Be Fair to Yourself— 
Patronize Your Own” is featured prom- 
inently on its letter heads and in its ad- 
vertising. 

Farmers like the spirit expressed in the 
slogan of Cope Bros. Feed Co., Ells- 
worth, Wis. This firm prides. itself upon 
being on the job at all times by aptly 
saying “Keep Us Busy. We Like to 
Work.” 

And so does a slogan like to work if 
you will adopt one, live up to it and 
constantly keep hammering it into the 
minds of your customers. 
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FOR TOP BARLEY 


ILWAUKEE is the world’s largest malting barley marker, 
When you ship your barley to Milwaukee you get the 
benefit of the highest bid among all the buyers. 


The new crop is ready to move. Contact and mail samples of 
new barley to your commission man for analysis and value, 


Members of the Milwaukee Grain & Stock Exchange, becaug 
of their long experience in handling malting barley, are 
qualified to give you the best of service. 


Says: 


Barley Shippers 


barley for grade and value. 


@®‘‘Your biggest problem this 
year is again UNDERSIZE. .- 


@‘‘Let us advise you regarding 
it and get you full value for it. 


@ “Start the new crop right. 
“Ship that next car to:—’’ 


FRASER-SMITH CO. 


BARLEY SPECIALISTS 


MILWAUKEE 
MINNEAPOLIS CEDAR RAPIDS | 


Ship to Milwaukee for best results and assurance of top prices, 


40 YEARS in the Grain Business 
Proves the Dependability of our Service 


e SHIP US YOUR BARLEY e 
W. M. BELL COMPANY 


GRAIN & STOCK EXCHANGE - MILWAUKEE, WIS. 
W. A. HOTTENSEN R.G. BELL F.B. BELL 


PRESIDENT VICE PRESIDENT AND TREASURER SECRETARY 


ICICIC 


RANKE 


Exclusively 


GRAIN co. Trade Through 
INCORPORATED @&W. WINSTON CO. 


Grain and Stock Exchange 


IC ICICI ICICICIC 


IC IC ICICI Ic 


Mohr-Holstein 


Commission 


Company 


¥ GR AIN AND FEED MILWAUKEE, WIS. 


BRANCH OFFICE 


Madison, Wisconsin 


¥ MILWAUKEE, WISCONSIN 


Let Us Handle 


Consign Your Barley to 
Your Barley 


LA BUDDE FEED a GRAIN Co. 


& 
Telephone Daly 5226 Carl Houlton, Manager, Grain Department 
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A. L. Johnstone 


Phones—Office: Daly 2654, Exchange: Broadway 0460 


Personal Service Proves Profitable with 


Johnstone-Templeton Co. 
Always 


Honest, Reliable, Satisfactory 


Frank Homan 


Quin Johnstone 


J. V. LAUER COMPANY 
‘**Pioneer Ba r le y Salesmen’”’ 


For Satisfactory Prices Consign Us Your Next Car 


Personal Service 


Barley a Specialty 
SHIP TO 


ROY I. CAMPBELL 


For Satisfactory Results 
Consign Your 


BARLEY 
John C.Hensey 


Commission Merchant 


400 Grain & Stock Exchange 
Milwaukee, Wis. 


GRAIN FUTURES 


Exclusively 
PHONE MARQUETTE 2329 


To reach us at our 
e office or on the 


Exchange floor. 


Donahue-Aston Co. 
759 N. Milwaukee Street 
Milwaukee Wisconsin 


SHIP YOUR BARLEY to 


DEUTSCH 


GRAIN & STOCK EXCHANGE 


| | For Best Results 


Distributors for: 
NORGE PURE COD LIVER OIL — STALEY'S GLUTEN FEED 
STALEY'S SOY BEAN OIL MEAL — BIG CHIEF MEAT SCRAPS 


O. 


Persona! Service 


MILWAUKEE, WIS. 


Satisfaction Guaranteed 


PREMIER SWEDISH PEAT MOSS 
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Leonard J. Keefe 


COMMISSION 
MERCHANT 


GRAIN and SEEDS 
SOY BEANS 


418-420 Grain & Stock 
Exchange 


MILWAUKEE, WIS. 
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STERLING Pig and Hog Balancer 
Fortified with Vitamin E for Bigger Litters 


@ =. The first step in profitable pork production is Hog Balancer fortified with vitamin E. This 
getting the pigs. Without vitamin E, the re- vital ingredient has been added without ad- 
productive vitamin, there can be no pigs — vance in price to the consumer or to the trade. 
with extra vitamin E, above minimum require- For bigger litters, for thriftier pigs, for 
ments, there are extra pigs. Today, through faster, lower cost pork gains push vitamin E 
the development of a special cold press enriched Sterling Pig and Hog Balancer. 
processed wheat germ oil, it is possible to : : 
incorporate vitamin E into feeds in a bio- Sterling Poultry, Turkey and Dairy Feeds 
logically standardized, constant and stable are also vitamin E fortified. 
form. Northrup, King & Co. has been quick 
to take advantage of this scientific advance NORTHRUP, KING & co. 
and now offers its famous Sterling Pig and MINNEAPOLIS ST NCE 1804 MINNESOTA 

BUY VITAMIN E | NORTHRUP, KING & CO. 
4 MAI L 1500 Jackson St. N. E., Minneapolis, Minnesota 
; Please send copies of your new bulletins “More Pigs 
for Your Own Mixes Per Sow,” and “What’s this about Vitamin E.” No 
itami supplies from igation. 
ADM biolog- TO D AY | 
up. Directions furnished. l 
Address. 
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Black Stem Rust Taking Heavy Toll 
Of Grain Crops This Year 


© What Is This Plague and How Does It Spread? 


FEW weeks ago crop conditions 
were promising for one of the best 
barley crops ever harvested in Wis- 

consin. I had heard of a slight rust in- 
fection in the state, but did not realize 
that conditions were so bad until I start- 
ed a survey of our adjacent barley area 
on July 20. During my survey I visited 
with a number of elevator men and farm- 
ers, and naturally the questions asked 
were “What is black stem rust and where 
does it come from?” 

I have made a list of a number of 
questions that were asked and will con- 
fine myself largely to them. Black rust 
is a plant disease caused by a fungus 
which results in enormous losses almost 
every year, and is known to be a limiting 
factor in grain production, not only in the 
United States, but in Canada and several 
of the European countries. 

Wheat, oats, barley and rye are subject 
to attack by rust as well as many species 
of wild grasses. Wisconsin this year will 
suffer a tremendous loss caused by black 
stem rust. In 1916 one of the worst epi- 
demic years, it is estimated that black 
stem rust alone destroyed at least 280,- 
000,000 bushels of wheat in the United 
States and Canada. In 1935 there was an 
even greater epidemic than in 1916, 
which was confined largely to the spring 
wheat area. This year black rust has af- 
fected the hard winter wheat area, the 
spring wheat area and the barley area, and 
has extended into Canada. 

Stages of Black Rust 

There are several stages of black stem 
rust—the cluster cup or early spring 
stage, the red or summer stage, and the 
black or winter stage. The difference in 
the appearance of the rust at different 
times is due to the formation of the dif- 
ferent kinds of spores. Our source of in- 
fection can come from spores blown in 
from rusted plants farther south or from 
barberry bushes in the spring. 

The question is asked, “Does black 
stem rust winter over in our northern 
states?” Yes, only in the black stage on 
wheat grass, quack grass, rye grass, or 
grasses along fences. The black spores are 
dormant during the winter but germinate 
and produce smaller spores which in the 
spring are harmless unless they attack or 
infect a barberry bush. From this black 
stage it cannot attack or infect wheat or 
barley; it must first infect a barberry 
plant leaf and pass through the spring 
stage which is the yellow cluster cup 
stage, and from this stage on the barberry 
it may infect wheat or barley. 

The red stage of rust cannot live over 
winter in our northern states, but in 
Texas or the southern states the weather 
is mild enough to enable the red spores to 
live and develop on fall sown grain dur- 


THE FEED BAG — August, 1937 


By M. J. JOHNSON 


Federal Grain Supervisor, Milwaukee, Wis. 


ing the winter. Thus, in the southern 
states the red stage of rust can develop 
practically the year ’round. Black stem 
rust attacks the leaves as well as the 
stem, and causes injury because it inter- 
feres with the manufacture and trans- 
portation of food to the plant. Black stem 
rust spreads rapidly in the red stage be- 
cause there are thousands of seed spores 
in each cluster, and each of these can 
form a new cluster cup within about five 
te seven days. This reproduction contin- 
ves during favorable weather and as long 
as the plants are green and growing. 
Wind Spreads Spores 

If the rust starts from the barberry 
bush in the spring yellowish or orange 
colored rust spots are formed on the 
leaves. The spots on the under side of 
the leaves consists of many small cups 
(cluster cups) which contain thousands 
of spring spores. These spores cannot in- 
fect other barberry plants, but they are 
blown about by the wind and may fall on 
grain or grass plants and cause infection. 
The red spores, which are the summer 
stage, are the result. These spores are so 
small and light that they are easily blown 
long distances by the wind. The red spores 
may fall on grain or grass and germinate 
in the moisture formed by light rains or 
dew on the surface of the plants. They 
can germinate within four or five hours, 
sending out long slender thread like tubes 
which grow across the surface of the 
plant until they reach the breathing pore. 
They then grow through this pore and 
branch into the tissues of the plant until 
a dense network of threads are formed, 
then produce another crop of red spores 
which break through the skin of the plant, 
are exposed to the air, and are in turn 
blown about by the wind. Thus new plants 
are continually infected and successive 
crops of red spores are produced. The en- 
tire time from germination of a spore to 
the production of a pustule may require 
only about five to seven days when con- 
ditions are favorable. 

Weather Is a Factor 

Weather affects the development of rust 
in several ways. It is plain that if rust 
is to develop and spread the red or sum- 
mer spores must be blown from plant to 
plant. Strong winds carry the spores long 
distances and therefore enable the rust 
to develop over a wide area, but even 
though the spores have been scattered 
widely they will not germinate unless 
conditions of moisture or temperature are 
favorable. Heavy dews or fogs or steady, 
quiet rains furnish the best conditions for 
spore germination, and consequently for 
rust infection. Heavy driving rains are 


probably not so favorable for infection 
because they wash many of the spores 
from the plants on which they have 
fallen. After the rust parasite has entered 
a plant it will develop most rapidly when 
the weather is hot and muggie. At low 
temperatures the rust develops much 
more slowly, and it may be checked by 
hot dry weather. 

How can black stem rust be identified? 
On the barley stems or leaves elongated . 
pustules are seen in summer. These pus- 
tules contain the red rust spores. When 
they fall on the proper host plant and 
conditions for germination are right, they 
produce new rust pustules filled with more 
red spores. Infection from red spores may 
be repeated every week or ten days dur- 
ing July and August. In a severe infec- 
tion the red rust is seen on the stems and 
leaves, and can be noticed clinging to the 
clothing or shoes of the individual in 
walking through the fields. Later in the 
season black spores are produced by the 
same fungus. It is this state which is 
abundant on the stems at harvest time. 
It gives the rust the name, “black stem 
rust.” 

Indentifying Barberry Bush 

How can one distinguish a common 
barberry bush which hosts black stem 
rust? The common barberry bush is usu- 
ally a tall erect shrub, sometimes 8 to 10 
feet high. The bark is grayish in color 
and there are thorns or spines along the 
stems. These thorns or spines are usually 
in groups of two or three. The leaves are 
fairly large and occur in cluster, are green 
or purple in color and have saw toothed 
edges. The berries hang in clusters like 
currants, and usually remain on the plant 
all winter. 

The later barley remains green the more 
chance the rust has to attack it. Proper 
soil management, early sowing, destruc- 
tion of weed grasses which can be at- 
tacked by rust, and the eradication of the 
common barberry will aid to reduce rust 
losses. The United States department of 
agriculture has under way a campaign to 
destroy all common barberry bushes in 
the wheat and barley growing section of 
the United States. Every effort is being 
made to produce rust resistant varieties 
of barley, that will meet the malsters re- 
quirements. Some rust resistant varieties 
are in existence now, but are not generally 
grown or have not been released for com- 
mercial production. 

Good Malting Barl 

Now for a few remarks about malting 
barley. Malting barley has been selling 
much higher the past years than feed 
barley. Each year a large percentage of 
barley is unsuitable for malting because it 
contains a mixture of two-rowed barley, 

(Continued on Page Thirty) — 
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The Farmer of today appreciates the value of 
commercial feeds but he also 


natural, biologically proved Cod Liver 
Oil... SUPER A has the incomparable. ad- 
vantage of being straight cod fish oil that is 
scientifically controlled as to vitamin potency! 


We have complete, stocks of Cod Liver Oil 
at strategically located distributing points 


and can give you quick service. Write or 


wire us when you are in the market. 


The Jobbing Division of Farm Service Company is happy 
to announce its new Jobbing Connection for: 


KELLOGG'S 


PROTEIN OLD 
SOY-BEAN O/L MEAL 


Soy-Bean Oil Meal, as manufactured by the house of 
Spencer Kellogg & Sons, is founded upon over 100 years of 
experience of processing American Oil Seed Crops—manu- 
facturing facilities in Chicago, Illinois, Des Moines, Iowa, 
and Buffalo, New York. Use Kellogg’s and be sure that 
your mixed feeds will maintain uniform quality. 


BUY IT THROUGH 


JOBBING DIVISION 


of FARM SERVICE COMPANY (Trade Name) 
DIVISION OF GENERAL MILLS, Inc. 


407 So. Fourth Street Call Main 8317 Minneapolis, Minn. 


Federation Will Meet 
September 20, 21 


Members and friends of the Eastern 
Federation of Feed Merchants will con- 
gregate at Buckwood inn, Shawnee-on- 
Delaware, Penn., September 20 and 21, 
for two days of pleasure with time off 
from play to attend business sessions 
which are now being planned. 

Improved methods of merchandising 
feeds will be the keynote of several ad- 
dresses which are to be delivered by 
experts on the subject. Special entertain- 
ment will be provided for the ladies as 
well as the men. Sight seeing tours and 
bridge will constitute part of the program. 

The committee in charge of the outing 
selected Monday and Tuesday as appro- 
priate dates, enabling those attending to 
have ample time to make the trip on the 
previous Sunday. The meeting place is 
located in southern Pennsylvania which 
feed men of the southern section of the 
federation’s territory can reach by mak- 
ing a short journey. 

Shawnee is near the famous Water Gap, 
noted for its beautiful surroundings and 
recreation features. It can be easily 
reached from all points over good high- 
ways and rail. 

Plans for the outing were made at a 
meeting of the federation committee at a 
special gathering held July 17. Louis E. 
Thompson, Glen Ridge, N. J., secretary of 
the federation, extends a cordial invita- 
tion to all feed men to attend and assures 
them of profitable business sessions as 
well as a good time. 

e GEORGE AND PAUL BOULAY, 
Boulay Bros., Fond du Lac, are both 
confined to hospitals. George is at the 
Mayo Bros. clinic, Rochester, Minn., 
fighting off an attack of arthritis, while 
Paul is convalescing at Fond du Lac after 
a stroke which he suffered last January. 
Business is being carried on by their sons. 
e V. G. DEMAREST, Rhinebeck, N. Y., 
has taken in James Bourne as a partner 
in his feed and lumber business. Mr. 
Bourne was former federal relief ad- 
ministrator of Puerto Rico. 

SHIPPER’S PARTY 


W. M. Bell Co., Milwaukee, Wis., was 
host to 50 Wisconsin shippers at a lunch- 
eon held at the Milwaukee Athletic club. 
July 21. W. N. Knauf, Knauf & Tesch 
Co., Chilton, Wis., president of the Cen- 
tral Retail Feed association, was the prin- 
cipal speaker. He emphasized the im- 
portance of cooperative effort in the grain 
and feed industry and called attention to 
the changes taking place in agriculture 
with more and more farm products being 
utilized for industrial purposes. M. 5. 
Johnson, federal grain supervisor, another 
speaker, reported on the damage done by 
rust to Wisconsin barley and offered ship- 
pers his cooperation in handling their prob- 
lems. Attendance prizes were won by Tom 
Mair, Morrisonville, Wis.; William 
Lerche, Potter, Wis., and Henry Ott, 
Plymouth, Wis. Frank Bell, secretary, 
W. M. Bell Co., acted as toastmaster. 
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| Food Comsumption and Egg Production By Varieties 

; NEW YORK STATE EGG LAYING TEST 

| ie First Year Second Year Third Year Fourth Year Fifth Year 

| Feed Prod. Feed ‘Prod. Feed ‘Prod. Feed ‘Prod. Feed Prod. 
S.C.W. 
Reena -......:.2..:. 84.8 201.8 89.5 217.4 100.5 223.1 104.3 227.1 107.6 226.2 
SCC.R.I 
a 104.8 202.9 96.0 211.0 108.2 212.3 113.6 227.8 118.0 224.2 
New 
Hampshires _ ......... 106.8 201.6 108.7. 204.2 117.0 214.7 
W. P: Rocks ........: 86.3 1732 76.5 151.2 90.9 158.2 99.3 233.3 102.9 216.1 
Rocks: 109.0 205.9 91.6 209.5 98.4 209.8 101.9 217.5 106.3 225.3 


New York State 


Kge Laying Tests 


Designed to Improve Flocks 


HEN asked by the editor to write 

an article for The Feed Bag about 

the feeding phase of our work at 

the State Egg Laying Tests I was some- 
what doubtful of an attempt to present a 
statement concerning the routine of the 
feeding work. Since giving the matter 
some thought, however, I am now of the 
opinion that such an artic’e may be de- 
cidedly helpful to many of the readers. 
First, let me emphasize that the thought 


Egg quality is analyzed as to shell strength, 
yolk height, albumin score and per cent of thick 
and thin albumin present. 


to keep constantly in mind regarding the 
work at these stations is that we are per- 
forming a service for the poultrymen of 
the country, particularly those who are 
doing breeding work. We must so man- 
age and feed the birds entrusted to our 
care that they will live well. We must lose 
few of them through mortality, and they 
must improve in body weight whereby 
they will be of value when returned to 
the home flock. 
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By ROBERT C. OGLE 


New York State College of Agriculture 


Under this program, it is necessary to 
have a feeding plan that permits the use 
of a simple ration, also one that is eco- 
nomical and finally one that is so well 
balanced as to make possible the accom- 
plishment of heavy egg production and 
high viability. With a simple plan of 
feeding and make-up of ration, when suc- 
cessful, we have something to offer to 
the poultrymen feeding the home flock. 
The success of the program which we 
have used is clearly shown in the results 
secured at these projects. As an example, 
note the average egg production secured 
from year to year from the different va- 
rieties as given in the table appearing 
above. 

The plan of feeding has been to use 
a simple mixture of dried mash kept in 
hoppers before the birds at all times. 
Mash ration runs as follows: 

Yellow corn meal, 30 lbs.; flour wheat 
middlings, 20 lbs.; wheat bran, 10 lbs.; 
fine ground heavy oats, 15 lbs.; low fibre 
alfalfa meal, 5 lbs.; dried milk, 5 lbs.; 
meat scrap (55 per cent protein), 15 lbs.; 
total, 100 lbs. Cod liver oil the equivalent 
of 1 per cent and salt, .0011% per cent. 

The feeding plan also includes a grain 
mixture of 50 lbs. yellow cracked corn 
and 50 lbs. best quality whole wheat for 
a total of 100 pounds. The hard grain is 
also fed in a hopper and is given to the 
birds each afternoon about 4 p.m. when 
the hopper is opened for approximately 
a half hour. Under this plan of feeding, 
some of the best records of the produc- 
tion and weight of birds have been made 
at these stations. 

A good many feed manufacturers and 
most all poultrymen are under the im- 
pression that it is good business and more 
or less necessary to keep giving poultry 


flocks various tidbits or supplements in 
addition to the standard rations and plans 
of feeding usually practiced. The results 
secured in these projects provide convinc- 
ing evidence that an elaborate program, or 
one involving numerous changes, is not 


This single comb white Leghorn owned by Otto 
Ruehle, Pleasant Valley, N. Y., made a record 
in the Central New York Egg Laying Test of 
327 eggs in 52 weeks and was selected as the 
outstanding bird combining the most successful 
qualities of type and production. 


required by the laying flock. One simple 
addition has been practiced in the feeding 
of birds at these stations. This is the one 
whereby liquid milk is fed in small quanti- 
ties once each day on top of the dried 
mash in the feed hoppers. The simplicity 
of this part of our feeding program has 
been materially effective in its results. 
Here again has been demonstrated a factor 
of management that has proved its suc- 
cess and is a plan that can be so easily 
adapted by poultry keepers. 

Different commercial milk products 

(Continued on Page Twenty-eight) 
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© Here it is! Last month sh: 
boy bull’s eye, and Mash 
trate—a vitamin-rich 
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and manufactured 


— Roller Ba UP TO THE 


TICK 
Doughboy Mash Concentr ; THE CLOCK 


as modern as the next séeg 
All the recently discovered feedame 
ing elements that have proved thé 
dollar value for the poultry raiser 
are included. 


CLUSIVELY 
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{ 


shboy Mash Concentrate may be ¢rdered jin straight 
~ cars. Combine your requirements with @ther New 
anid Roller Mills products. Fast, efficiest on 
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ROLLER MILLS CO. 


New Richmond @ Wisconsin 
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Conduct Laying Tests 
To Improve Flocks 


(Continued from Page Twenty-five) 


have been used in our program, and from 
this experiment we have found that dried 
skim milk fits into the scheme which we 
follow because of ease of storing and 
handling this product. The liquid mix- 
ture is made by using one pound of milk 
to nine pounds of water, and this is fed 
out of a spout can, with the nozzle head 
removed, at the rate of four to five pounds 
per hundred birds. Each month, statistical 
summaries of the results at these tests are 
issued. There is also issued an annual 
summary giving more details of the vari- 


ous phases of the project. These reports 
contain a large amount of data, covering 
feed consumption and the relationship of 
the different parts of the ration. The sum- 
maries are available for distribution to 
anyone that would care to receive copies 
of the same. 
Findings on Egg Quality 

Available evidence today shows pretty 
clearly that egg quality is inherited. 
Therefore, the kind of ration used does 
not have as much bearing on the quality 
of eggs produced as we believed to be the 
case a few years ago. At the New York 
State Egg Laying Tests studies are made 
of egg quality from the individual birds, 
following a plan whereby an average of 
three eggs from each bird in the test is 


RIDING WAYNE 


Hundreds of Wayne Dealers are clearing 
the “Summer Slump” with record ton- 


nage. 


Wayne’s summer hog feeding program, 
for one thing, is proving tremendously 


profitable for feeders. Dealers who are 


serving the needs of these feeders are sell- 
ing Wayne Hog Supplement, Wayne Pork 
Maker and Wayne Grain Substitute by 


the carload. 


Write today for complete information 


about these feeds and the Wayne Hog 


Feed selling program. Cash in on some of 


these fine summer profits. 


WAYNE FEEDS 


Fort Wayne, Indiana 


ALLIED MILLS, INC. 


Careful observations and records of the weights 
of each individual bird are recorded frequently 
in the Egg Laying Tests. 


used. The study includes the factors of 
shell strength, yolk height, albumin score 
and relation or percent of thick and thin 
albumin present. 


Under a plan for the detailed trap- 
nesting of each bird, a careful system 
of identification through the use of leg 
bands must be followed. A double band- 
ing system has given satisfactory results. 
A colored band with large numerals is 
provided the poultryman before he sends 
his birds to the station. This makes it 
possible for him to band individual birds 
according to his selection or to identify 
specific matings or families. These bands 
are the ones used for trapping. When the 
birds arrive at the State Laying Tests, a 
metal sealed band is placed upon the 
other shank of the bird. This corresponds 
in pen and bird number to the band placed 
on the bird by the owner. Under this 
program, an efficient and accurate iden- 
tification is provided. 


Although the average production per 
hen in the country has remained low, 
higher and higher records of egg produc- 
tion have been recorded by individual 
birds, pens, and flocks of birds in recent 
years. We are not concerned so much, 
however, with unusually high records of 
egg production but desire that birds shall 
make sufficiently high records while main- 
taining and improving their condition of 
vitality to justify their return to the home 
flock for breeding service. 


The Laying Tests are always open to 
visitors. Numerous agricultural classes 
visit the stations each season and in addi- 
tion there are many poultry keepers who 
make the trip individually or as a group. 
New York state poultrymen are inter- 
ested and proud of the success attained 
at these stations and the attractive plants 


which the state has provided for their 
use. 


aa, 


FEED VALUES 

When the price of corn is $1.00 a 
bushel, wheat is worth $1.00, barley 70 
cents and oats 50 cents a bushel. These 
are the values estimated by animal hus- 
bandry authorities at the University of 
Illinois college of agriculture when includ- 
ing the different types of grain in rations. 
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Modern Equipment, Good Service 
Keep Eastern Firm Booming 


@ Operate 3 Branches in Addition to Main Plant 


N outstanding feature of the C. W. 
Campbell Co., Westerly, R. L, is 
its modern plant. In 1917 the former 

buildings were destroyed by fire and before 
rebuilding the company engaged the serv- 
ices of an architect. 

The old trestle for the spur track was 
eliminated and the building set directly 
against the railroad embankment. While 
the lower floor is 48x192 feet, there is a 
widening as the building rises to 60 feet. 
The fourth floor is on a level with the 
railroad and all unloading of cars is done 
here while the distributing to other floors 
is performed by gravity, with the excep- 
tion of the bins for bulk storage which are 
above the roof and to which the grain is 
carried by bucket elevators. In planning 
the building every advantage of the loca- 
tion was taken to reduce the use of power 
and of labor to the minimum. 

Equipment Well Arranged 

On the ground floor there is a grinding 
department which is well patronized by 
the farmers. The company is located in 
the heart of the Rhode Island Johnny 
cake meal section and the farmers, hav- 
ing formed the habit of raising corn, con- 
tinue to do so and there is still a great 
deal of corn grinding. 

Throughout the plant the equipment 
is modern and efficient. Automatic scales 
are used for accuracy and speed. A great 
deal of mixing is done and the location of 
the mixing machines is such that materials 
bought in bulk can be taken directly as 
possible from chutes to mixing machines. 
All the higher grade feeds are packaged 
in cotton bags with sewed tops. Auto- 
matic weighing and bagging machines are 
used for sacking bulk grain. 

Handle Farm Equipment 

In addition to a complete stock of 
grain and feed, including its own brand 
of mixed feeds, this company handles 
farm implements and machinery such as 
rakes, mowing machines, milking machines 
and barn and poultry equipment. 

Poultry and dairy farms make up most 
of the customers served and due to the 
fact that there is a large summer popula- 
tion along the shore and poultry and 
dairy farmers do more local business in 
summer than in winter, there is not the 
same falling off in the feed business dur- 
ing the summer months that there is in 
many sections farther north in New Eng- 
land. Farmers must keep production at 
the maximum during the hot weather and 
the only way they can do this is to con- 
tinue to feed properly to maintain this 
production. 

Operate Three Branches 

In addition to the main plant in 
Westerly the company operates branches 
at Wickford, R. I. and Mystic and Groton, 
Conn. It reaches out approximately 15 
miles from each supply base for business. 
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The fine appearance and convenient arrangement of the Campbell Grain Co. plant, Westerly, 


R. I., serves to inspire customer confidence. 


The main plant is near the center of the 
city of Westerly and on the shore line of 
the New York, New Haven and Hartford 
railroad. As one drives along the main 
shore route through the city, he turns 
into a driveway which leads into an ample 
open space around the buildings. Across 
from the main building, but leaving ample 
room for turning trucks, there are build- 
ings used for cars and trucks and storage. 

C. W. Campbell Co. allows a liberal 
discount on cash and carry sales. However, 
the orders which must be delivered con- 
tinue to constitute some 75 per cent of 
the total business done. New England 
farmers, at least in the southern section, 
seem to insist upon delivery. 

Supply Turkey Farmers 

The company finds personal contact 
with the farmers essential for maintaining 
a good volume of business. Turkeys are 
raised extensively in this section of New 
England and one of the feeds the com- 
pany mixes is a turkey feed, designed to 
meet the special requirements of the 
turkey raisers. Should a farmer want to 
try some special formula of his own, he 
can have it mixed at the plant. 

With chain grocery stores selling grain 
and feed on a price basis and some 
of the independent grocery stores also 
selling grain and feed, competition in 
this territory is keen. This company finds 
the only way to meet it is to render service 
which these store competitors are not in 
a position to render. The Campbell sales- 
men help the farmers solve their prob- 
lems, talk in their own language, suggest 
what changes should be made in feeding 
if production is not up to normal, and are 
fully informed in regard to diseases of 
poultry and cattle. 

The C. W. Campbell Co., is an old 
established firm and the fathers of many 
of the present customers bought their 
grain and feed there. Every customer 
knows he can depend absolutely upon the 


quality of the products purchased, and if 
there is any cause for dissatisfaction the 
company is glad to do what is necessary 
to make everything right. This fact serves 
well in meeting the newer competition. 
The fact that the company is so large and 
well established has played an important 
part in its success. The problem of the 
salesmen of this company is largely one 
of convincing the farmers that it is not 
what they pay for grain and feed which 
counts so much as the production they 
obtain and the net profits they make. In 
other words, that low priced grain and 
feed may cost more in the end than the 
kind which is best suited to the particular 
case, the kind that the company main- 
tains it sells at a fair price. 

Experience has taught Campbell’s that 
this type of education must go on con- 
tinuously, that the salesmen must render 
the type of service to the customers which 
actually does help them to increase their 
profits. That is real service! 


e J. THEOBOLD, JR., INC., Cleveland, 
has been appointed represertative for the 
Excelsior Milling Co., Minneapolis, Minn., 
in eastern Ohio, while J. C. Bender has 
been given the Cincinnati, Ohio, territory 
for the Minneapolis firm which specializes 
in mixed cars of flour, feeds and concen- 
trates. 


a 


e J. R. STUART, Reliance Feed Co., 
Minneapolis, and his wife and two younger 
children left July 25 on a combined vaca- 
tion and business trip. Mr. Stuart’s 
itinerary included a visit to the offices of 
the Newsome Feed & Grain Co., Pitts- 
burgh, Pa., the headquarters for his firm. 


e GEORGE SMITH, Dickinson Feed & 
Seed Co., Minneapolis, Minn., celebrated 
the arrival of George Smith, Jr., July 22. 
The Smith’s have a daughter 14 and this 
is the first boy in the family. 


py 


Rust Taking Big Toll 
Of Grain Crops 


(Continued from Page Twenty-three) 
is cut too early, or because it is threshed 
by methods that skin and break many 
kernels. 

Malting barley must have 75 per cent 
or more of mellow kernels. Such kernels 
are starchy and usually well filled. Mel- 
low, starchy and well filled kernels are 
what the malsters want, because those 
kernels give a big out turn of desirable 
malt. When barley is sprouted in the 
malting drums the starch in the barley 
kernel changes to malt while the sprout 
is developing. Sprouting proceeds more 
rapidly in skinned kernels than in un- 
blemished kernels, thus causing “over 


malting” in the skinned kernels as com- 
pared with unblemished kernels, with 
the result that the mass of barley is un- 
evenly malted. 

Barley should not be cut until it is 
mature. Barley that is cut too green not 
only yields less grain but it also has a lot 
of thin kernels in the threshed grain. If 
the barley is discolored a little it has little 
effect on the quality or market value pro- 
viding the barley is not badly stained, 
materially weathered, or otherwise dam- 
aged. The federal standards for malting 
barley do not permit more than 5 per cent 
of skinned kernels. Skinned and broken 
kernels are caused by improper threshing. 
many farmers and threshermen try to 
thresh close to knock off the beards in 
order to bring up the test weight per 
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Write for a supply of Northrup, 
King's special balanced formulas 
for turkey feeding. 


shorter time. 
ancer from now until marketing time. 
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ERLING 


Four months to go. . . four months to 
grow . .. will they make it? You can 
easily show farmers who want fully de- 
veloped, number one turkeys for the 
Thanksgiving market that it is profitable 
to feed Sterling Turkey Balancer. Ster- 
ling Turkey Balancer is a concentrated 
mash rich with proteins, minerals and 
vitamins. Used as a supplement to grain 
it develops flesh, bones and feathers — 
building bigger, better turkeys in a 
ush Sterling Turkey Bal- 


NORTHRUP, 


Minneapolis 


Dependable 
Since 1884 


Minnesota 
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bushel of the threshed grain. For malting 
purposes it is better to thresh barley 
leaving a few short boards on the kernels 
than to thresh close and run the risk of 
losing the malting grade because of skin- 
ning. 

To avoid skinning and breaking one 
must watch several things. Level the ma- 
chine carefully before starting to thresh. 
Check the end play of the cylinders and 
see that all concave and cylinder teeth are 
properly spaced and in good condition. 
End play in cylinders will skin and break 
the kernels. Too close adjustment of the 
concaves or too many rows of concaves 
will thresh so close as to skin or break 
many kernels. When starting the machine 
check or adjust the concaves and keep 
the cylinder running at a uniform speed at 
all times. Too high speed on the cylinders 
will damage the kernels. Adjust or remove 
some of the rows of concaves during the 
forenoon or as the grain dries out. This 
last is important because the grain is 
usually damp and a little tough in the 
morning. 


oe 


e FARMERS & MERCHANTS MILL- 
ing Co., Glencoe, Minn., has constructed 
a new warehouse with ten car capacity 
and enlarged its office building. 


e CONKLIN ELEVATOR, Ravenna, 
Mich., has reopened its general feed and 
grinding business with Fred Taylor in 
charge. 


LARGER QUARTERS 


Henry & Missert Feed Co., located 
for the past 40 years at 92-98 South 
Michigan avenue, Buffalo, N. Y., moved 
to new and larger quarters at 30-52 Was- 
son street, August 1, where the firm’s 
production capacity will be tripled and 
provisions allowed for further expansion. 
The company has 104 dealers in New 
York state, Pennsylvania and New Jersey 
and operates six stores. Officers of the 
firm are A. F. Missert, Jr., president, 
C. J. Missert, treasurer, and E. T. Mis- 
sert, vice president and secretary. All are 
sons of the late A. F. Missert, Sr., one of 
the founders of the company. 


GRAIN USED BY BREWERS 

In the first 29 months since the return 
of beer more than 7,000,000,000 pounds 
of crops have been purchased from the 
farmers for which they have been paid 
approximately $266,425,175. These figures 
are contained in a recent bulletin issued 
by the United States Maltsters’ associa- 
tion. 


It is further pointed out that more 
than 100,000 farmers are now supplying 
their grain to the brewing industry. Agri- 
cultural products used by brewers are 
listed as follows. 


Product No. of Pounds 
5,177,208,006 
Sager & 465,823,680 
Rice ... 419,186,910 
95,318,661 

Total 7,180,060,398 
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Have a Talk With the Cash Register 
If You Want Good Advice 


AVE you ever considered holding a 
conversation with your cash regi- 
ster which is really your boss in 

the feed or any other business? The fol- 
lowing is what might take place if you 
did, according to Ralph E. Smith, mer- 
chandising department, Purina Mills, Inc., 
who spoke on selling methods at a recent 
convention: 

Me: Boy oh Boy! But that was sure a 
great convention and maybe we’re not 
going to make you ring this year with 
the old dollars just rolling in. Yes, sir, 
they sure gave us lots of ideas to get 
more business and maybe I’m not going 
to put those ideas to work. 

Voice: Horse Raddish! 

Me: Who said that? (No answer) Yes, 
sir, that was sure some convention. Those 
selling programs are great. All that stuff 
about better time, better feeding, how to 
control credit and how to keep a good 
looking store was great. I’m puttin’ every 
single idea to work. 

Voice: Yeah! I’ve heard that one be- 
fore. 

Me: Say, who’s making all the wise 
cracks? Come out in the open! 

Cash Register: Big Boy, that’s me 
talking—the cash register. I’m the guy 
that’s going to know more than anybody 
else what you do this year. 

Me: So what? 

C. R.: So this—I’m not going to get 
out the oil can to oil up my springs for 
any extra business. I’ve seen you come 
back from feed conventions before, all 
hot and bothered and steamed up about 
what you are going to do and then what 
happens. 

Me: What happens? 

C. R.: Well, you cool off like a refrig- 
erator being defrosted. In about one week 
all you will remember about that conven- 
tion is the dirty stories that dealer from 
Madison told you. 

Me: Oh, yeah! 

C.R.: Yeah! In about one week you'll 
be so bogged down with 5-cent jobs, 
opening the mail, studying the markets 
and talking to traveling feed salesmen 
that you just won’t have any time to 
create new customers. 

Me: Is that so. Well, you’re all cock- 
eyed this time ’cause I’m going to take 
all those displays every month and put 
‘em up myself where people will see ’em. 
I’m going to clean and paint my store up 
so even the income tax collector won’t 
know it. 

C. R.: (Bell rings and drawer opens 
again and big sign flys up NO SALE!) 

Me: Well, I'll turn the responsibility 
over to Bill to do it. 

C. R.: No you won’t do even that. 
Tell me where will Bill put up any dis- 
plays around this dump. 
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Me: Well, I’m going to remodel this 
dump and build a big modern up-to-date 
feed store. You won’t know this place 
when I get through with it. 

C. R.: Well, I'll believe that, too, 
when I see it. You were going to do that 
last year and then you got so het up about 
that chain store selling feed you took on 
that line of stuff and started a price war 
with the chain store. 

Me: Well, we sold some feed, didn’t 
we? 

C. R.: Yes, and you played hell with 
profits, too. Every week you’d pay ex- 
penses and then you saw what was left in 
my drawer you'd slam it shut with a 
bang. I pretty near burned out my bear- 
ings last year not from taking in extra 
profits but from your opening my drawer 
about ten times every day counting the 
money and checking expenses to see how 
much we’d lost. The more business we 
got the more you lost—the more you 
opened and slammed my drawer, the 
sicker I got. 

Me: Well, I got sick, too. 

C. R.: When you get good and sick of 
these price shoppers coming in here and 
setting your price and your profits, then 
you'll do something about it. You'll start 
creating customers on value and creating 


© This Is the Way Conversation Might Run 


profits for yourself. But you can’t do that 
in this trash heap you're running here. 

Me: Well, then, what shall I do? 

C. R.: You listen to me. Most mer- 
chants would be better off anyhow if they 
listened to their cash registers. 

Me: Well, I believe that now that you 
say so— 

C. R.: First thing, clean up this dump. 
Burn all the old trash. Wash your win- 
dows. Paint these walls. Put in some de- 
cent fixtures. Take that office out of the 
front window. Put it in the back of the 
store. Put some selling displays up front. 
Use the material your manufacturers send 
you for display. Make this a value store 
—not a price joint. Spend a few dollars 
to make it look like you're really in busi- 
ness here— not going out of business. 

Me: But where do I get the money for 
this? 

C. R.: Here, take 200 bucks from me 
to do the job. Do as I say and I'll take 
my chances on getting it back in extra 
profits the first year. Take your money 
and get to work. I’m boss here from now 
on. 
Me: OK, Boss. I'll do it. I’ll have the 
smartest feed store in town or know the 
reason why. I’ll make it feed headquarters 
for all the best feed buyers in Hoxie 
county. I'll get that business. 


Tackle the ‘Tough Ones Too 


By EMIL J. BLACKY 
Sure, it’s easy to go out and sell 
The A-1 prospects first, 
And chalk up a nice volume 
If you haven’t touched the worst. 
But there’s that extra something 
In a man for all of that, 
Who goes right back and makes a sale 
Where once he’s turned down flat. 
It isn’t salesmanship, I say, 
To call on old Jim Brown, 
Who likes the store you're working for 
And never let you down. 
Who really doesn’t need the goods, 
But would incur a loss, 
To do your firm a favor 
Just because he likes your boss. 
You'll probably come back running 
With his name signed on the line 
And proudly wave the order 
And think you’re doing fine. 
But have you ever tackled, 
Old Scroggins on the hill, 
Who thinks the feed you're selling, 
Would not be fit for swill? 
Have you ever come upon him 
When the binder just won’t twine 
And he’s cussing like all blazes, 
’Cause his harvest’s much behin’? 


Could you walk up to him and say, 
“Now, take it easy, Joe, 

The workin’s of a binder 

Is something that I know.” 

And maybe while you're trifling, 
With the wheels that make it go, 
Though you can never fix it, 

You make his stone face glow. 

And mebbe while you're stallin’ 
With your hands chuck full of grease 
You drop a few suggestions 

On why your feeds increase 

The profit from a dairy herd 

Or sickly, run-down flock 

Because they’ve more in them. 
Than the seconds on a clock. 

You'll see Old Scroggin’s cussin’ 
Turn right to honey dew, 

By gum, you've got an order 

Before your task is through. 
You've cut right through old Stonewall, 
And haven’t made a slip; 

Now, you deserve a medal— 

My boy, that’s salesmanship! 


e G. W. (Gus) KRUSE, P. C. Kamm 
Co., Milwaukee, returned recently from 
a hospital after undergoing an operation 
and is much improved in health. 
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Every 
PELLET 
SIZE 


from the 
ONE 
MILL 


PELLETS 
SELL THEMSELVES 


and making 
them is simple as 


Because pelleted feeds meet the needs 
of raisers better than do other com- 
petitively priced balanced rations they 
have a big, ready market. The California 
Pellet Mill makes all sizes needed for 
poultry, cattle, dogs, rabbits, foxes, 
sheep, etc. Raisers like pellets because 
they are a most certain way of feeding 
scientific rations “built-up" from any 
number of needed ingredients. Their use 
speeds up growth, helps maintain health, 
increases egg production, etc. It is the 
least wasteful method of feeding. Pellet 
making with the California Pellet Mill is 
simple, fast and economical. It makes 
firm, glossy pellets from any known 
feedstuff in any size from tiny chick 
starter pellets to chubby cattle pellets. 


The California Pellet Mill is 
a powerful, easy to operate 
machine with a big hourly 
capacity. Ask for Catalog. 


AUTOMATIC 
CUTTER NOW 
AVAILABLE 
A newly de- 
veloped vari- 
able length 
pellet cutter is 
available for 
installation on 
California Pel- 
let Mills al- 


ready in oper- 


ation. It can 
also be fur- 
nished on new 


CALIFORNIA PELLET MILL CO, 
733 Tehama St., San Francisco 


California 


PELLET 
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BREWERS GRAINS 
¢ MALT SPROUTS e 
DISTILLERS GRAINS 


PROMPT and FUTURE 
SHIPMENTS 


Wire Us Your Needs 


CONSIGNMENTS 
SOLIcITEO 


741 North 
Milwaukee St. 


Milwaukee 
Wisconsin 


with 


100 LBS. NET 


FOUR 


EGG MASH 


MANUFACTURED BY 


NORTHERN MILLING CO. 
4 WAUSAU, WISCONSIN. 
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known as a mark-down. Sometimes mark-downs are 

legitimate, as in the case of specials, or if you desire to 
clean out odds and ends or end of the season remainders. If 
mark-downs are the result of overbuying or of buying products 
not suited to the customers you are reaching, then you are in 
a dangerous situation, one that may bring about considerable 
loss. 

“What shall we do with the merchandise in the store to 
make sure it doesn’t stay around too long?” 

(1) Drag it out where it can be seen. Tables sell much mer- 
chandise which would otherwise not see the light of day for a 
long time. (2) Talk it, show it, help it find a way out. (3) Ad- 
vertise it if it is likely to be of interest to the public. Otherwise 
put it on tables at a price and let it move out quietly. (4) Display 
it well in windows and inside. The shelf ledges offer some 
splendid opportunities for displays—silent salesmen who work 
ceaselessly without any pay. (5) Look it over often, keep it 
clean and do not forget it. 

Unless a dealer selling to farmers is handling a general gro- 
cery, dry goods and household furnishings line, mark-downs 
won’t play a vital part in the business. Feeds (except possibly 
baby chick feeds) and fertilizer carry practically none; hard- 
ware and farm machinery very little. Groceries on the other 
hand, due to the element of age and possible spoilage, and dry 
goods, shoes, clothing, etc. due to the style factor frequently 
must be marked down quite materially in order to move them. 

Figuring the Mark-Up 

It is absolutely vital to your profit aspirations that you include 
every item of expense in figuring the mark-up. If your business 
requires the taking of mark-downs you should figure your 
mark-down percentages over the period of a season of a 
year and include them in your mark-up percentage. In brief, 
your initial mark-up should include: percentage for expenses; 
percentage for mark-downs; percentage for legitimate shortages 
or shrinkage; percentage for profit. 

It really isn’t as difficult to figure your actual cost of doing 
business as many dealers have supposed, (judging by how few 
actually know what it does cost them). Here are the items 
that you should include: 

1. Rent (or if you own the building you should include an 
equivalent amount—what your building would bring in rent 
if occupied by someone else). 2. Salary (being sure to include 
salary for the owner of the business—at least as much as he 
could earn were he working for someone else). 3. Taxes 
(business taxes only; property taxes should be included under 
rent; automobile license under delivery expense). 4. Interest 
(including 6 per cent interest on the owner’s own money in- 
vested in the business). 5. Insurance (fire, theft, liability, prop- 
erty damage, etc.). 6. Depreciation (12 per cent per year when 
new on fixtures; not on buildings, which should be included 
as a rent item, or trucks included under delivery expense). 
7. Service charges (power and light, heat, water, delivery 
truck up-keep, license, depreciation—24 per cent per year). 
8. Telephone, telegraph, -postage, etc. 9. Repairs. 10. Advertis- 
ing. 11. Donations. 12. Supplies—stationery, etc. 13. Loss from 
bad debts. 14. Legal services. 15 Shrinkage—from theft, break- 
age, spoilage, etc. 16. Miscellaneous and unclassified expenses. 

Farm supply dealers handle such various combinations of 
lines that it is utterly impractical to give here any typical costs 
of doing business. A recent survey, for example, showed a 
variation running from 9.8 per cent to 26.2 per cent in the 
operating expenses of 23 hay, grain and feed stores studied. 
A study of dealers in New York state shows this wide variation 
of gross margin: 

2.6 per cent to 5 per cent margin—6.4 per cent of the stores; 
5.1 per cent to 7.5 per cent margin—17 per cent of the stores; 


A NY REDUCTION from your original selling price is 
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Merchandising Farm Supplies 


Chapter 24. (Part 2) Making Profits 
By F. Harvey Morse 


7.6 per cent to 10 per cent margin—19.1 per cent of the 
stores; 10.1 per cent to 12.5 per cent margin—19.1 per cent of 
the stores; 12.6 per cent to 15 per cent margin—14.9 per cent 
of the stores; 15.1 per cent to 17.5 per cent margin—21.3 per 
cent of the stores; over 17. 5 per cent gross margin—2.1 per cent 
of the stores. 

Departmentalize Your Business 

If a merchant deals in farm machinery, feeds, groceries, 
home furnishings and poultry supplies, a cost of doing business 
figure covering the total of all those lines wouldn’t be worth 
the effort it takes to get it. If such figures are to mean anything 
they should be calculated on each major line handled. Then 
the merchant will know if one department is making him the 
bulk of his profit, or if another is losing him money. He will 
know definitely where io plan his improvement. 

Again, it isn’t difficult to obtain such cost figures on the vari- 
ous lines handled. Such items as rent, taxes, electricity, heat, etc., 
may be figured proportionately according to the amount of 
floor space occupied by the various departments. Taxes will 
be based upon the inventories of the various lines handled. 
Bad debts, mark-downs, interest, legal services and advertising 
can be charged to the particular lines that call for the ex- 
penditures. Salaries can be apportioned on the basis of the 
relative amount of time spent on the various items. In the 
case of an outside salesman, that can be definitely determined 
on the basis of his sales. General supervisory expenses such 
as the proprietor’s and bookkeeper’s salary (unless he is def- 
initely responsible for some major line), depreciation of fixtures, 
etc., can be proportioned on the basis of sales. 

Stock Turnover as Profit Factor 

By turnover we simply mean the number of times a mer- 
chant reinvests a sum of money in stock during the year. In 
other words, it’s a measure of how fast he makes his money 
work for him. Everything else being equal, the merchant who 
turns his stock most rapidly is likely to make the most profit. 
Such is the conclusion of the Harvard bureau of business re- 
search, which states: 

“The highest net profit was shown by the group of firms 
with the highest typical figure for stock turn, and the lowest 
net profit was shown by the lowest stock turn group. Expenses 
were lowest for the highest stock turn group, and net gain was 
greatest for that group.” 

How to figure turnover. Simply stated, you find your turn- 
over by dividing the total sales for the year by your average 
inventory (priced at retail). You can see then that the more 
frequently you take inventory, the greater accuracy there will 
be in your inventory and stock turn figures. Here’s a case in 
point: 

A certain dealer sells 800 bags of feed per month or 9600 bags 
a year. At the end of each month he takes inventory, which 
averages 300 bags. 9600 divided by 300 gives you a turnover 
of 32 times per year. Now suppose this dealer had taken only 
an end-of-the-year inventory which he had purposely allowed 
to get low—to 200 bags. Dividing 9600 by 200 you find the 
result to be 48 turnovers, which is quite clearly inaccurate and 
incorrect. 

As mentioned before, most inventories are figured at retail 
in order to permit easy calculation of turnover. If you should 
figure your inventory at cost, your sales for the year must 
also be reduced to a cost basis; otherwise the turnover figure 
will be exaggerated. 

Turnover and profit. Assuming that costs remain the same 
(they won’t actually remain the same, but in many cases the 
increase will be slight) turnover increases profit tremendously. 

As an illustration take the case of a dealer doing $12,000 
worth of business a year. The cost of his merchandise was 
$9,000 and his expenses are $3,000—a total of $12,000. That 
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leaves him exactly nothing for profit. Now suppose he had 
gotten two turns a year. Note how it would have figured: 

Sales, $24,000.00; cost of merchandise, $18,000.00; expenses, 
$3,000.00; profit, $3,000.00. 

Looking at it another way, assume that a dealer invested 
$5,000, turned it just once a year and made $350.00—7 per cent 
profit. Were he to turn his stock 12 times a year his profit would 
be approximately 84 per cent on his investment. 

Now take a look at an actual situation. A feed dealer was 
doing 40 per cent of his business on hay, straw and mill feeds 
and the other 60 per cent on a line of commercial feeds, sales 
of which averaged 53 tons a month. His cost of doing business 
was $747.00 of which 60 per cent or $448.20 is chargeable to his 
mixed feed line. That amounted to $8.46 per ton. Here’s how 
he figured his profit: 

Rate of margin per ton, $9.33; cost of doing business per ton, 
$8.46; net profit per ton, 87c; net profit 53 tons, $46.11. 

Through special sales effort this dealer increased his com- 
mercial feed sales by 22 tons a month at a negligible increase 
in his cost of doing business. Now see how his profits figure: 

Cost of doing 75 tons of business, $448.20; cost of doing 1 ton 
of business, $5.97; gross margin per ton, $9.33; net profit per 
ton, $3.56; total net profit on 75 tons, $252.00. 

An increase in business of 41 per cent brought the dealer a 
450 per cent increase in profits! A smaller investment, less 
interest, less spoilage, fresher stock, smaller insurance and tax 
expense, greater profits—that’s what you can expect by prop- 
erly controlled turnover. 

Limitation to turnover. The present trend toward hand to 
mouth buying sometimes places a dealer in an unfavorable 
situation due to the dangers of running out of stock. Turnover 
is just one element in making a profit. Rapid turnover increases 
the profits only when it is the result of a soundly and thoroughly 
planned merchandising program. Sometimes a buyer will refuse 
a quantity discount solely because it slows up turnover. Before 
deciding against the discount let him first figure the net profit 
on the basis of present turnover and then on the basis of the 
slower turnover with the advantage of the lower quantity price. 


TOT 


If the net profits are greater than a slower turnover is an 
advantage. If, however, net profits are less or there is a slightly 
increased risk of spoilage or if goods aren’t likely to be in 
permanent demand, naturally such quantity discounts should 
be passed up. 

Again it may be worth while to slow up turnover a little 
for the sake of increasing good-will and prestige. For example, 
certain repair parts may move very slowly, yet it may pay to 
handle those parts for the sake of servicing a customer who is 
up against an emergency. 

How to Increase Turnover 

(1) Stock the right brands—probably a nationally advertised 
brand that already has a certain amount of consumer accept- 
ance. (2) Don’t stock too many brands. A Winston-Salem, 
N. C., hardware dealer came to the conclusion that his paint 
department wasn’t paying for itself. He studied his sales and 
found that out of the forty-eight shades handled the majority 
of sales were made on about one-third of the stock. He elim- 
inated 30 shades and is now securing ten paint turnovers a year! 
(3) Be sure your price is right. (4) Do a more effective selling 
and advertising job. (5) If you find certain items moving 
slowly or selling slowly, move them out as quickly as you can. 
(6) Watch the trend of the times and don’t become over- 
enthusiastic about stocking new untried items. Three people 
may inquire about a certain item. You will think a great 
demand is coming on and order. In the meantime those same 
three may have inquired of four other stores in town for the 
same item, so each store orders. There will be an overstock 
somewhere. 

There seems to be some of the gambling instinct in most 
of us. That’s why most advance booking offers are usually well 
received by retailers. Not content with making a merchandising 
profit, they hope to get some easy money by booking on a 
rising market. Often they do so but in fully as many cases, 
as thousands of dealers with burnt fingers will testify, an un- 
expected drop leaves them with losses and cancellation charges 
to pay. Averaging results over a period of years, the majority 
of dealer’s won’t find much of a net gain from their speculations. 


AUGUST bninga vacation “DAZE” for everyone... 


SEPTEMBER 


bnings 
Arcady’s Big Cash Contest 


ARCADY FARMS MILLING COMPANY 


223 West Jackson Boulevard » » » CHICAGO, ILLINOIS 


P. S. Feed Markets Working Down. They'll be low enough soon—for the fall and winter buying. 
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Shea Stores Cash in on Friendship 
Ring up $100,000 a Year 


PERATING in Lawrence, Mass., 
QO a short drive north of Boston on 

the New Hampshire line, the John 
Shea Co. has served the poultrymen and 
dairymen of Essex county for approxi- 
mately 40 years. In addition to the Law- 
rence store, the firm operates branches 
in Andover, North Andover, and Methu- 
en with a volume of feeds and poultry 
supplies totaling $100,000. 

For about half of this period, A. J. 
Shea says the concern has featured brand- 
ed commercial feeds. At the present time, 
three brands are retailed and each has 
established itself in the hearts of certain 
feed consumers of the territory and they 
keep coming back for more. 

Stores Radiate Friendship 

A lot of old-fashioned friendship radi- 
ates around the Shea stores. Visiting feed 
merchants in that part of the world any 
summer to see the rockbound coast of 
New England and the notable summer 
resorts in the vicinity of Gloucester 
would gain many ideas by dropping in to 
see how these feed stores are operated. 

Lawrence rates as a great manufactur- 
ing city and a textile center. Old-timers 
a generation ago remember when the 
huge granite dam was new and even then 
in the gay 90’s, smoke was black from 
the mighty factories on the Merrimac. 
S:nce automobiles and house trailers are 
common sights in that part of the world, 
ihe city is the same, only larger, with 
the common improvements and changes 
of the period. 

All around Lawrence are found poultry 
and dairy farms. Of course, to these the 
merchandising policy of the Shea company 
has been tuned. The idea is, so far as 
possible, to make the stores one-stop sta- 
tions for these feed users. Conditions in 
this territory were as unsatisfactory as 
elsewhere during the dull years but the 
Shea business never faltered as to quality 
merchandise and sound merchandising. 
The last few years have brought general 
‘improvement. The management discerns 
unmistakable signs of increasing prosper- 
ity in the future. 

Sympathizes With Farmers 

It can be said of the Lawrence ter- 
ritory that the crying need is a more 
profitable price level for milk and eggs. 
It is pointed out there that when a more 
equitable ratio appears between feed cost 
and the market prices of these products, 
more cows and hens will be kept and, 
automatically, feed business will be stim- 
ulated. 

Mr. Shea says that his customers have 
often been very vocal in this respect so 
that sympathy and tact has been required 
to handle the situation and keep feeders 
going until better times. At present, how- 
ever, there seems to be a greater amount 


THE FEED BAG — August, 1937 


@ Looking Forward to Golden Anniversary 


of optimism, more folks really and 
definitely anticipating an actual pros- 
perity. 

The Shea executives are believers in 
direct mail advertising. In their territory, 
the advertising literature of the com- 
mercial feed manufacturers seems to hit 
the spot. So they cooperate closely in 
this particular, mailing out approximately 
2000 pieces annually. They make use of 
postal card messages. They have tried 
billboard advertising but with rather poor 


e CHARLES FRITZ, E. B. Fritz & 
Son, feed and grain merchants, Quarry- 
ville, Pa., was severely burned at his 
home recently as the result of a gas 
explosion and fire. 
STUHR JOINS GLF 

E. W. Stuhr, manager of the Buffalo, 
N. Y., office for Archer-Daniels-Midland 
Co. for the past 14 years, has been ap- 
pointed to an important executive posi- 
tion in the Cooperative GLF Mills, Inc., 
Buffalo. He took over his new duties 
August 1. Mr. Stuhr is a member of the 
Buffalo Corn Exchange, Buffalo Cham- 
ber of Commerce and the Buffalo Flour 
club. He was born in Davenport, Ia., 
and attended Carleton college. He spent 
18 years with the Brown Grain Co., 
Minneapolis, before moving to Buffalo. 
Raymond E. Endress who has been with 
Archer-Daniels-Midland Co. for 17 years 
and recently as manager of the Toledo 
office has succeeded Mr. Stuhr at the 
Buffalo post. 


MICHIGAN 

The Rockafellow Grain & Seed Co., 
Middleton, has started work on the new 
buildings which will replace those recently 
destroyed by fire. 

The Wolcott Milling Co., Fenton, is 
completing its plans to move into the old 
grist mill, Argentine. The Argentine grist 
mill has been vacant for some time, but 
formerly produced flour and feed over a 
period of many years. 

The Valley City Milling Co., Portland, 
recently completed its new warehouse for 
the storage of flour and feed. 

A feed grinder in the Wolcott Bros. mill, 
Ray Centre, exploded recently. Parts of 
the mill were sent out through the roof 
by the explosion. 

Dean Saxton, owner of the Plymouth 
feed store, Plymouth, recently purchased 
the Jewell & Blaich block in that city. 

Augustus F. McLogan has been retired 
from active service with the Ferry-Morse 
Seed Co., Detroit, after having served 59 
years on the job. 

S. D. Wingeier has purchased a half 
interest in the fuel, feed and seed store 
operated by F. P. MacFarlane, Lowell. 


results. Cooperating with two different 
feed manufacturers, they have sponsored 
publicity affairs and they believe in the 
principle actuating commercial feed mo- 
tion picture shows, feeding schools, and 
similar events. They spend on an average 
of about $500.00 annually for advertis- 
ing. 
Keep Book Accounts Down 

A great bane of feed retailing in most 
places has been the credit trade. Back in 
flush times, credit was often extended 
much too freely. When the depression 
deepened, bills grew old and cold. Some- 
times, friendships chilled, too. 

Credit business doesn’t bother the Shea 
stores. Virtually the volume is cash-and- 
carry. Of course, there is a little old stuff 
on the books but it is never all hopeless. 
Mr. Shea stated that occasionally bills 
dating back to 1932-33 were paid. You 
see that everywhere among the better 
merchants. It is a tribute alike to one’s 
collecting skill and to the inherent honesty 
of the dairymen and poultrymen. 

Shea has one solicitor going from farm 
to farm. Once weekly a regular route 
feed delivery is made with especial at- 
tention to emergency needs. The last few 
years, hundreds of feed merchants have 
inaugurated sales-and-delivery routes. 
Some have been pleased with the results. 
Others have not been so successful. In 
the Shea territory the plan is moderately 
successful. A charge of $2.00 per ton for 
feed delivery is made. 

Utilize Live Displays 

Live displays have been used recently 
in every state in the union. Sometimes, 
it is a baby chick display, or a laying hen 
battery, a cow, a calf, a few purebred 
pigs. Such visual demonstration of the 
efficiency of commercial feed use has been 
so commonly effective that the principle 
will be extended and varied in the future. 
The live display idea has been found to 
help sell feed in the Shea stores and will 
doubtless continue to find favor with the 
management. 

There’s nothing spectacular about the 
Shea store in Lawrence. Nothing spec- 
tacular likely in the management of the 
branch stores either. Good clean inviting 
stores, operated by men filled with en- 
thusiasm and ripened by experience. That 
is about all. 

Just an old conservative concern re- 
lying largely upon old conservative ideals 
to serve an old conservative trade terri- 
tory, the John Shea Co. is headed bravely 
toward its golden anniversary. Readily 
adapting all that is new and worthwhile 
in feed merchandising methods, the man- 
agement still pins its ultimate faith where 
it belongs—on honesty, courtesy, friend- 
liness, and upon a sure-fire knowledge of 
the feed store business. 
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KEEP YOUR NAME BEFORE BUYERS 


by Advertising in 


Che feed Bag Annual 
Feed Buyers Guide 


“Reference Book of the Feed Industry” 


FOR THE USE OF MANUFACTURERS, DEALERS, JOBBERS 


What to Buy 
and 
Where to Buy 


Every feed and feed ingredient known to the industry 
as well as a great variety of supplies, machinery and equip- 
ment will be featured in the Buyers Guide. Reliable manu- 
facturers and wholesale sellers of each item will be listed. 
A very complete reference to sources of supply will be 
given but advertisers will receive preferential bold-face 
listings with a line underneath calling attention to the 
pages on which their space appears. The entire book will 
be indexed and cross-indexed for convenient reference. 


Pages will be 834x1134 with a type page size of 7x10 
inches. 


DON'T DELAY! 


Outstanding 
Editorial 


Content 


The editorial content of The Feed Bag Annual Feed 
Buyers Guide will be of such practical value and interest 
that it will be preserved and referred to frequently 
throughout the year. Included in the book will be articles 
explaining the sources and uses of all important feed and 
feed ingredients . . . useful data on all supplies, equipment 
and machinery used or handled by the feed industry .. . 
charts, tables and other valuable statistical information 
ete. The book will have a heavy cover and plastic binding, 
+ « « a complete accounting system for retail feed stores, 
will be easy to read and will have modern typography and 
good paper stock throughout. 


RESERVE SPACE NOW! 


and get a BETTER POSITION 
Rates only $100.00 per page, $55.00 per half, $30.00 per quarter. 


Che feed Bag Annual 


741 N. MILWAUKEE ST. 


al MILWAUKEE, WISCONSIN 
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Ex-Sheriff Dorsey Tells Howto Enjoy 


Trip to National Convention 


@ Expects Big Delegation of Dealers From North 


Dear Dave: 

In rummaging through a bunch of old 
papers on my desk (which ought not to 
be there) I find a letter from you dated 
April 15. Now, that letter ought not to be 
there even if it has been answered. 

It is probable that your remark of at- 
tending the Grain & Feed Dealers National 
association convention at Dallas, Tex., 
October 11 and 12, prompted holding this 
up for a more favorable reply. Somewhere 
in my mind I have it that you and three 
or four others are planning to drive down. 
That would certainly be the thing to do, 
because it allows you to take about three 
days and put in a thousand miles and see 
some real country and some real towns 
and all on paved roads. 

There are plenty of beer joints and 
package stores in and between the cities, 
and there aren’t too many villages in be- 
tween to clutter up things and slow you 
down. The last time I drove to Chicago 
it took me only two days in an old Ford 
and two and a half days coming back. 

Based on the theory that you may 
drive, I point out a nice route for you. 
Coming down start a day or two early 
and route your way via Kansas City, 
Wichita, Enid, Oklahoma City, Fort 
Worth and Dallas. You could take a few 
hours off at each place to talk business, 
see a few friends, etc. 

After the convention, or you can do it 
ahead of time if you allow sufficient time, 
you might drive down to San Antonio 
through Waco and Austin. This is about 
300 miles south of Fort Worth. If you 
wanted to you could go down and get 
some famous fishing for tarpon, mackerel, 
etc., of which there is plenty. 

You can go about 160 miles south to 
Corpus Christi, spend a couple of days 
there profitably, then back up and head 
out to Houston which will be approxi- 
mately 200 miles away and it is likewise 
about the same distance from San Antonio 
all on good highways, if you wanted to skip 
the fishing. Houston is about the biggest 
and also the most progressive town in 
Texas. As a side trip it is only about 52 
miles to Galveston and I think you ought 
to see that. It is a good place to spend the 
night—p!lenty of good hotels, camps, etc. 
(No, they don’t have any wagon yards 
there!) 

From Houston you could either come 
back by way of Dallas or over to Beau- 
mont, head towards Shreveport either 
direct or via New Orleans. There are 
only three mills in Shreveport but it sure 
is a peach of a town. From there you could 
go back by Little Rock and then via St. 
Louis or Memphis. From Houston, if you 
wish, you could come back to Ft. Worth 
and Dallas, and go back through Oklahoma 
City or Tulsa and St. Louis which is also 
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a good road. Or else go direct from Dallas 
to Tulsa, most of which is a good run 
through to Tulsa to St. Louis through 
Springfield. Houston is only about 250 
miles from Ft. Worth and Dallas. The 
roads are better from Houston to New 
Orleans and back through Baton Rouge, 
but not so hot from there up the river to 
Memphis. I mean the roads aren’t, but 


RUE to the tradition of South- 

ern hospitality, R. T. Dorsey, 
Dorsey Grain Co., Fort Worth, 
Tex., is already looking out for 
the interests of his friends from 
the North who are planning to 
attend the Grain & Feed Dealers 
National association convention at 
Dallas, Tex., October 11 and 12. 
Mr. Dorsey, who dubs himself 
“Ex-Sheriff” tells in his own in- 
imitable style, in a letter to the 
editor, the best way to plan the 
convention trip. We are happy to 
pass this information on for the 
benefit of those planning to at- 
tend with the suggestion that you 
write the “Ex-Sheriff” telling him 
“we'll be seeing you.” 


the weather probably will be along that 
river bottom. 

As you know I travel quite a bit and 
three-fourths of it is by auto. If you get 
up and step on it there is no reason why 
you can’t drive from Kansas City to Fort 
Worth in a day. It can be done also from 
St. Louis but is not usually done, as it is 
a hard trip. Fort Worth to Little Rock is 
a good day’s drive though I have made it 
to and from Memphis in a day. That also 
was a pretty hard drive for the slightly 
extra discount. 

Jerry MacNicol comes to see me quite 
often and says he leaves here by noon and 
is home by dark. On all the main highways 
in this section the roads are pretty well 
banked with wide curves and it is no 
effort to sit on 60 miles right along and 
on the straight of way clip off 70 or 
better. That is about the way I knock it off 
all the time. There is one thing to re- 
member, however, that when you come to 
these villages and they have a sign not 
to go over so many miles an hour, be sure 
not to exceed it by the 10 per cent and 
that applies all over the Southwest. An- 
other thing, when you see a stop light be 
sure to stop, even if it is for only one 
second, 


Fort Worth is only 30 miles from Dallas 
and there are about three roads between, 
some as high as 40 miles apart. Dallas is 
a nice place to stay, but it is not a grain 
market. It is true there are a couple of 
flour mills and three or four grain dealers 
and three feed mills but that is all. On the 
other hand, Fort Worth is the grain 
market of the Southwest and about the 
same, relatively speaking, as Wichita, 
Kan., both as to city and grain and mill 
business except that we put out a much 
greater amount of feed and have more 
feed mills. 

As for entertainment, they have a real 
nice show over at Dallas at the Casino 
and we understand it will still be going on. 
They claim to be losing about $1400 a 
day so don’t know how long they can 
stand it. There is another show out there 
that is worth seeing and that is called the 
Calvacade. 

Over at Fort Worth entertainment con- 
sists of two or three places to run around. 
This Casa Mana, which is Billy Rose’s 
greatest achievement, and the Frontier 
Palace are two good shows there. Have 
several other places that people rave 
about quite a bit, but I haven’t seen them 
yet and don’t recommend them until I do. 

There is one very unusual sight from 
the geographical viewpoint that we hear 
can’t be found anywhere else in the coun- 
try. It is the Arbuckle mountains about 
20 miles north of Ardmore, Okla., where 
about seven different formations of rock 
and shale stick out of the ground in up- 
right positions as far as the eye can see. 
Some of them look like tombstones several 
miles long in a row and as near together 
as you can put them. 

In planning your trip I would figure, 
whether you come by auto or train, to 
spend one day and night at least in Fort 
Worth, San Antonio and Houston. If by 
train, you can leave Fort Worth at 11:00 
and be in San Antonio on the following 
morning. It is 300 miles. In routing by 
train I would go via the Katy at St. Louis; 
leave there about 5 o’clock and arrive here 
on the following morning. You can buy 
your ticket to San Antonio and Houston 
on the Katy and presume the best way to 
do would be to buy it to Houston, routing 
Fort Worth, Dallas and San Antonio, as 
that will probably cost you about two 
bucks more. I understand they have bar- 
gain rates out of Chicago about every two 
weeks over week ends. 

Don’t let yourself get talked out of 
seeing this Casa Manna show by anybody, 
because you haven’t seen anything equal 
to it. You can eat out there, and you can 
run around with Gus Ackerman too, and 
be late. You probably have seen a show 
equal to the Dallas Casino, although it is 
just about as good as you have seen, if not 


e376 


1 
1 
t 
a5 
¢ 
‘ é 
4 
‘ 
4 
it 
7 
| 


a little better. You can eat there too but, 
boy, it costs you money, as I found out 
when I took my wife over there the other 
night. However, it is only a night club 
proposition so far as price and general 
arrangements are concerned, except that 
they have plenty of talent on a big stage 
and the cast is superbly costumed. I 
started to say clothed but that is not ai- 
ways the case. 

I would suggest you take about two 
weeks off (and a couple of days extia 
wouldn’t hurt) and do this thing up right. 
Our hot weather is over by the middle of 
September and while there will be plenty 
of warm weather, it won’t hurt. Some 
time in October we have our first cold 
spell, however, but it will probably feel 
about the same as ordinary weather is. 
There are golf courses by the million and 


‘Henry, I do wish you'd 
learn to control your appe- 


tite.”’ 


But, my dear, how can any- 
one think of manners when 
confronted by a lot of su- 


per-delicious VITAND.” 


COD LIVER OIL CONCENTRATE 


Yes, Mr. Manufacturer, they eat more, they gain more, 
you sell more. . . and everybody’s happy. 
A diet of VITAND—the Pure U.S.P. Cod Liver Oil Concen- 


all the big towns have several good ones. 
I haven’t figured any time in for those. 
Most of the larger cities have a few “hot 
spots” for night entertainment. 

I will be awfully glad to see you and 
I sure hope you will bring Harry Cowan 
down. Just heard from Jerry Cassell and 
he figures on coming down but he didn’t 
say anything about Frank Holt. 

Wish you would use your columns to 
kind of boost up this convention, because 
the last time they had one the boys from 
the North didn’t show up. They ought to 
come down and see some real country as 
well as to have a good time and there is a 
possibility for many of them to increase 
their business. 


Yours truly, 
Ex-Sheriff, 
R. T. Dorsey. 


trate, is the certain way to strong bones and perfect health 
that spell superior egg productivity. 


For Profit Rise Vitand-ize 
400 A.O. A. C. Vitamin D Chick Units per Gram 


3000 U.S. P. Vitamin A U.S. P. xl Units per Gram 


Our own Biological Laboratories guard the Standard 
Quality and Uniformity of VITAND — constantly. 
FEED PRODUCTS DIVISION OF 


INCORPORATED 


CAMBRIDGE, MASS. 
Sales Offices: 282 Portland Street 


Vitand Warehouse Stocks at: yw 


FOUR SIXTEEN DIVISION STREET - BOONTON -N. J. - 


NEW YORK CHICAGO 
15 East 26th Street Palmolive Bldg. 


BOONTON, N. J. 
OLIS JANESVILLE, WIS. 


Death of John M. Riebs 
Mourned by Many j 


This recent photograph of Mr. Riebs, center, 
and his two sons, Paul, left, and Arthur, right, 
who are carrying on the business, was the last to 
be published in The Feed Bag. 


John M. Riebs, founder of the Riebs 
Co., Milwaukee, Wis. died at his home 
July 30 at the age of 75, and his passing 
removed from the grain and malting in- 
dustry one of its most colorful figures. 

Mr. Riebs obtained his first job with a 
malting concern turning grain with a 
wooden shovel when he was 14 years old. 
He founded the Riebs Co. in 1909 and 
was to be seen daily at his office until 
failing health forced him to remain at his 
home a few months previous to his 
death. 

To grain, feed and malting men in all 
parts of the country he was familiarly 
known as “Mike.” He was the oldest 
active member of the Milwaukee Grain 
& Stock Exchange at the time of his 
death and the legends of the exchange 
abound with incidents of his genial wit 
and practical jokes. 

Those who visited his office delighted 
in listening for hours to his interesting 
accounts of old times in the trade. One 
of his favorite stories was about his first 
job. 

“We worked 13 hours a day at first 
from 4 a.m. to 6 p.m.,” he would ex- 
plain. “They gave us time off for lunch 
in the forenoon, dinner at noon and a 
beer in the afternoon. The hours were 
so long and the work so hard that the 
men would be half asleep when they 
came to work. The night watchman used 
to go around to their homes in the morn- 
ing and awaken them. He had a rope and 
each man took hold of it as he walked to 
work, so the watchman would not lose 
any who might be walking in their s'eep.” 

Funeral services, attended by a host 
of friends in the feed, grain and malting 
industry, were held from the Weiss 
funeral parlors, August 2, with burial in 
Forest Home cemetery. Pall bearers were 
Charles Coughlin, Frank Schowalter, Wal- 
ter Holstein, Roy I. Campbell, A. E. Bush 
and Charles Sullivan. 
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Boggert Hinges Success of Business 


Satisfied Customers 
@ Sales Policies Guided by Spirit of Service 


ILLIAM G. BOGGERT, Mauser 

Milling Co., Allentown, Pa., con- 

siders a_ satisfied customer his 
greatest asset and the volume of business 
that he does proves the wisdom of his 
policy. 

“Building up a long line of satisfied 
customers,” he said, “keeps one in busi- 
ness and brings in a lot of new trade. I 
don’t care how perfect your displays are 
or how good your feed is. There is still 
another thing that counts in this business. 

“Tt is the transaction over the counter 
and the way you greet him, translated into 
the language of the customer, which reg- 
isters with him and produces more busi- 
ness through word of mouth advertising. 

Keeps on Smiling 

“T don’t care if a fellow buys from 
somebody else. I’m not selfish that way. 
It doesn’t make any difference in our 
friendship. I keep on smiling just the 
same. Maybe it is a better price that 
makes him buy elsewhere temporarily. 
Maybe he thinks he’ll try out another 
feed dealer. Eventually he comes back— 
they all do. 

“And they always get a warm welcome 
when they come back. I can walk up to 
any man on the street, and he’ll speak to 
me in the most friendly manner, even the 
fellow that I had to sue to straighten out 
our accounts. I tell him, ‘I’m sorry I had 
to do it, but I had to have my money’.” 

In Business 36 Years 

Mr. Boggert has been in this business 
for over 36 years; through three real de- 
pressions and is still going strong. He has 
a most interesting and pleasing personal- 
ity, is the most diplomatic of men, and 
always has a pleasant word for a cus- 
tomer, whom he considers his best friend. 
“How is your daughter?” he may ask one 
customer, whom he knows very well. 
“Nice day, isn’t it?” he may inquire in a 
friendly voice to one he does not know 
so well. “When you go to butchering, let 
me know!” he will say to another. And 
he is not beyond taking a 50 pound sack 
of growing mash under his arm and taking 
it out to the car even though the cus- 
tomer starts to handle it himself. 

Mr. Boggert understands human nature. 
He’s a ready wit, always has some timely 
or appropriate joke. “How’s the young 
lady this morning?” he may inquire, dof- 
fing his hat to an old woman who comes 
in to buy scratch feed. “How is grandpa 
this morning?” he may inquire of an old 
farmer, whose daughter has just given 
birth to her first child. Always there is 
enthusiasm, spontaneity in his voice. You 
can't help liking him. 

Maintains Strict Standards 

The man who sells and the man who 
buys are both beneficiaries of a good 
reputation. To the one it is a continuous 
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spurt and incentive, the other the strong- 
est of all guarantees that what he buys 
is worthy. That’s Boggert all over. He 
keeps eternally at it. He knows that it is 
a reminder that the standards which won 
recognition can never again be lowered. 

“Every customer,” he explains, “has 
only two kinds of business experiences— 
annoying and satisfying experiences. You 
can approach the customer from either 
angle. But in one case you fail and in the 
other you succeed. The customer gets 
either one or two impressions as a result 
of your contact with him—one is favor- 
able and the other unfavorable. 

Your Bread and Butter 

“What is a customer? When you real- 
ize that he is the man who pays the sal- 
aries, rent, interest, overhead, insurance, 


and helps you make a profit, then you’ 


come to the proper appreciation of what 
a customer realiy means to you in the 
feed business. The customer is not just a 
man or a woman, but some intimate per- 
sonal part of your business whom you 
can’t do without. 


INDIANA 

The elevator and stock of the Simpson 
Grain Co., Simpson, were destroyed by 
fire of undetermined origin recently. 

Roy Hall has purchased the feed busi- 
ness operated by Cash Readmond and 
Albert Hasty, Milroy. 

The Scott Seed Co., Albany, is building 
an addition to its present building to be 
used as a seed store. 

F. I. Reiners, Ultra-Life Feed Co., spoke 
on the importance of vitamins in feeding 
stock and poultry, at a recent meeting 
sponsored by Clawson’s feed store, Inde- 
pendence, and the Robinson Milling Co., 
Perrysville. The gathering was held at 
Independence. 

Charles F. White and Adrian White 
have dissolved their partnership in the 
Farmers Feed Exchange, Holton. The 
business will be carried on by Adrian 
White under the name of White’s Feed 
Exchange. 

The Flora Ice & Coal Co., Flora, is 
adding a line of feeds to its present 
business. 

The Fuhrer Ford Milling Co. and Home 
Mill & Grain Co., Poseyville, and Igle- 
heart Bros., Evansville, have furnished 
machines to help farmers in that territory 
get their seed wheat cleaned. 

Andrew Hotler has purchased a half 
interest in the Beckley Feed Co., Good- 
land. 

George Couch & Sons Co., New Har- 
mony, will open their new mill early in 
August and will manufacture a full line 
of feeds and flour. 

Talmadge Hasting has opened a feed 
store in Washington. 


“The customer may not always be right, 
but he is the customer just the same, and 
if you want to continue in business, you 
have got to treat him right. Any feed 
cealer who does not analyze his selling 
problem in terms of customer satisfac- 
tion, is bound for a fall. Feed must be 
sold with the spirit of service today more 
than ever before. 

“I try to get more real satisfaction out 
of serving a customer than I do in selling 
him scratch feed or growing mash. I 
make the customer’s interests my inter- 
est. 

“Tf you don’t, there is always some- 
body else who is smarter than you are, 
gives better service than you do, and you 
wake up to the fact that somehow busi- 
ness has deserted you. 

“Every day is one of test. Every day 
puts at risk all that has been gained. The 
greater the apparent achievement, the 
more serious is the risk of loss. So our 
policy is to treat every customer as if we 
really needed his business, whether it is 
a sale amounting to 50 cents or $5.00.” 


e M. W. THATCHER, JR., formerly in 
charge of the barley department of the 
National Grain Corp., has joined the 
Bunge Elevator Corp., Minneapolis, Minn. 
He has been placed in charge of the barley 
department for this firm. 

@ E. C. DREYER, president, Dreyer 
Commission Co., St. Louis, Mo., is spend- 


ing his summer vacation at Frankfort, 
Mich. 


e HARRY M. STRATTON, Stratton 
Grain Co., Milwaukee, has been appointed 
a member of the agriculture committee 
of the United States Chamber of Com- 
merce. ; 


e ECKOFF & JASCHOB flour and feed 
mill, Kiel, Wis., was damaged by fire 
July 10 with loss estimated at $3,000. 
The blaze was attributed to lightning. 


~~ 


e OTTO SICKERT, Deutsch & Sickert 
Co., Milwaukee, returned recently after 
spending a vacation at Eagle River, Wis. 
He was accompanied by his wife. 


oe 


DAIRY PROSPECTS GOOD 


Dairy producers, according to estimates 
of the buerau of agricultural economics, 
will enjoy a more favorable situation in 
1937-38 than in the past year. Produc- 
tion of dairy products has increased and 
prices of these products are higher in 
response to good consumer demand. Dur- 
ing the last half of 1937 prices to farmers 
are expected to average about as high 
as in 1936. 
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WORSE FOR WEAR 


The doctor was visiting Rastus’ wife 
to deliver the 12th offspring. While rid- 
ing along with Rastus he saw a duck in 
the road. 

Doctor: ‘Whose duck is that?” 

Rastus: “Dat ain’t no duck. Dats a 
stork with his legs wore off.” 

* * 
DOUGH APLENTY 


Salesman: “Is that man rich?” 
Feed Dealer: “Is he! He’s so rich he 
doesn’t know his son’s in college.” 
xk * * 


MODERN FARMERS 


The curfew tolls the knell of parting day, 
Along the quiet lanes the cattle roam. 

The plowman puts his imp!ements away 
Then jumps into his car and motors home. 


RACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


CORNHAY WEAKLY NEWS 


Senor Brush who hails from Spain made 
a hasty departure from Cornhay last week 
when the German element in the town 
started calling him Herr Brush. 

When asked how he could declare bank- 
ruptcy the other day a lawyer told Lem 
Jones, local feed dealer, to put his money 
in his hip pocket and give his creditors 
the coat and vest. 


PERFECT ANSWER 
Teacher: ‘Willie, what is an adult?” 
Willie: “An adult is one that has stop- 
ped growing except in the middle.” 
* * 
PRACTICAL WORK 
Cy: “So your brother is a painter, eh?” 
Hank: “Yep.” 
Cy: “Paints houses or pictures, I 
reckon?” 
Hank: “Nope, just paints women on 
one door and men on the other.” 
* Ok 
When cow pastures are sold as city 
lots the depression is over and another 
one is on the way to being started. 
NO INSTALLMENTS 
Stranger: “Did you get your train 
on time?” 
Wise Guy: “No, I had to pay cash 
for it.” 
* * 
WITH RESERVATIONS 
Smith: “I wear the trousers in my 
home.” 
Jones: “Yeah, but right after supper 
I notice you wear an apron over them.” 
* 
FIRST HAND FACTS 
Joe: “There are a lot of girls in this 
town that don’t want to get married.” 
Bill: ‘““How do you know?” 
Joe: “I asked them.” 
x 
The latest way for a father to let his 
daughter’s suitor know that it is time 
to go home is to walk through the room 
with a package of breakfast food under 
his arm. 
x * 

OFF THE OLD BLOCK 
Mandy: ‘What yo’ all doin’ chile?” 
Chocolate Drop: “Nothin’, mammy.” 
Mandy: “My, but yo’ is gettin’ like 

yo’ father.” 
x ok 
Why is it that the legs on a rocking 
chair stick out twice farther than usual 
when you are coming home late in your 
stocking feet and your wife’s asleep 
upstairs? 
CERTAIN CURE 
Farmer: “I sent a dollar to a firm for a 
cure for my horse that slobbers.” 
Feed Dealer: ““‘What did you get?” 
Farmer: “A slip of paper telling me to 
teach him to spit.” 
* 
The smart wife’s motto: “If at first 
you don’t succeed, ory, cry again.” 
ok 


ON THE SPOT 
George: “I’m thinking of asking some 
girl to marry me. What do you think of 
the idea?” 
Mabel: “It’s a great idea, if you ask 


” 


me. 
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| poLLAR HARVEST 
\ Goons is Jike raisins wheat. 
For the farmers it’s yield. For the met- 4 
chant, it S turnover: You plant dollars 19 
your pusiness sn diferent kinds of goods: 
How big is your profit yield? W hat lines 
i return the most proft dollars for each mer- 
chandise dollar invested? 777 Heres there, 
: everywneres feed merchants find that the 
Purina merchandise dollar turns upwards ! 
: b? of 20 times yearly- For every dollat 
planted in the Purina Franchise» they re | 
harvesting to 5 dollars in gross profits. 
Wes good farm sense tO raise the crop 
that nets the biggest cash. It's good mer-- 
; chandising 400, tO stock and push the 
goods that the biggest gross profit. 
the yields of your different lines. 
call in your Purina Man for show- 
with other feed merchants right 
jo your own 
j 


Caps and Overalls Advertise 
Wellman, la., Feed Firm 


Bh Wellman, “The Biggest Little Town 

in lowa’”’, there are several feed com- 
panies, each attempting to give the farm- 
er the best possible service. The Swartz- 
endruber Cash Feed & Produce Co., one 
of the most progressive, has tried several 
different methods of advertising and 
selling feed and produce. Mr. Swartz- 
endruber has found that his best results 


Sidewalk display helps sell more feeds. 


have come from sending one of his em- 
ployes with the salesman which many of 
the feed companies have on the road to 
interview the farmer. The salesman from 
the feed company can explain to the 
farmer the best points about the feed 
and the local man can help “swing” the 
sale by his personal acquaintance. 

Another interesting way through which 
the Cash Feed & Produce Co. has ad- 
vertised its feeds is by giving to the 
farmer a pair of overalls with “The 
Swartzendruber Cash Feed & Produce” 
appearing on the back of each garment. 
Also, it has distributed a large number 
of caps with the store name printed on 
them. 

The company runs an ad in the local 
newspaper every week. This means of 
advertising has proved to be of great 
value since well over 1,000 farmers re- 
ceive the “Wellman Advance”. The size 
of the company’s ad is increased during 
the summer months because the farmer 
is not in town as often as during the 
slack seasons and an effort is in this way 
made to keep him informed of the feed 
prices while he is at home. 

Several electric signs in the windows 
are used as a trade builder. One sign is 
arranged with all the feed prices on it 
and is changed as the prices fluctuate. 
The other sign is an advertising of one 
of the better known feeds which are sold 
by the company. 

A chart is also posted with the latest 
prices of the poultry market as well as 
the feed and cattle market. One window 
of the store is devoted to feed displays 
which are changed at frequent intervals. 
This window display helps to bring the 
farmer into the store to inquire about 
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the quality and prices of the feed and 
other articles which are shown in the 
window. Mr. Swartzendruber uses sev- 
eral sidewalk displays which are fre- 
quently partially planned by the leading 
manufacturers. These displays are al- 
most certain to be noticed by the farm- 
er as he goes by the store. They also 
have been found to be one of the most 
effective means of advertising at a low 
expense. 

The Cash Feed & Produce Co. does its 
greatest volume of business in the selling 
of hog feed. This can be attributed to 
the fact that this section of Iowa is 
one of the greatest hog producing sec- 
tions of the state. All the hog feed is 
sold in ton lots and almost all of it is 
delivered to the farmer by truck. 


e WATERLOO MILLS CO., Waterloo, 
Ia., was visited July 24 by burglars who, 
foiled in their efforts to crack the safe, 
broke off the handle and did other damage 
to the office. 


e D. W. Mc KERCHER, McKercher 
Milling Co., Wisconsin Rapids, Wis., is 
putting mileage on his new Buick car 
enroute on a trip to the West Coast. Mrs. 
McKercher, who claims all of the driving 
is done from the front seat, is accompany- 
ing him. 


ILLINOIS 


O. R. Horn has opened a feed store in 
Jacksonville. Dean Clawson, who formerly 
managed Mr. Horn’s store in Lincoln, has 
been named manager of the new store. 

The Anna Flour & Feed Co., Anna, has 
opened another store at Tamms. Ed. 
Cerney is in charge. . 

George Hager, Lageschulte & Hager, 
Inc., Barrington, recently celebrated his 
80th birthday. 

John Paradis, 65, proprieter of a feed 
store in Kankakee, died recently at the 
home of his brother. Death was due to 
heart trouble. 

The D. L Arbogast Co., Westfield, 
recently installed electric motors for the 
operation of its feed grinding and mixing 
machinery. 

The De Kalb Agricultural association 
has purchased a piece of land in Tuscola, 
preparatory to constructing a branch feed 
plant there. 

Frye Bros., Aledo, recently completed 
the construction of their new 20x30 feed 
warehouse. 

Elden Simpson, secretary-treasurer, Ac- 
me Feeds, Inc., Mercer, recently ad- 
dressed a regular business meeting of the 
Acme Feed Dealers of Mercer and sur- 
rounding counties. 

D. O. Hinman has been re-engaged as 
manager of the Farmers Co-operative 
Seed Co., Cambridge. W. D. Rishel, 
treasurer, has resigned. 

Paul Beaver has purchased the Frank 
Thompson feed store, Salem. 

The Tendick Co., feed dealers, Carroll- 
ton, will soon open a new store in that city. 


The Bnitish Ane Coming 


When the cry of “the British are coming” inspired the shot that was heard ’round the world, 
Clifton Mills, located on the road from Kennett Square, Pa., to Wilmington, Del., was in full oper- 
ation. It is now owned by Caleb Fulton who still does business in these historic surroundings. The 
mill was formerly operated by Fahey Bros., who produced the Clifton Mills brand of flour which was 


widely used. 


| 
| 
' 
4 
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FLOUR CONSUMPTION GAINS 
A recent report of the United States 
census bureau definitely proves that flour 
consumption can be increased through 
the use of proper promotion. For the crop 
year 1933-34 the production was 94,175,- 
639 barrels. This yearly average has in- 


e ELM GROVE FLOUR MILL, Elm 
Grove, W. Va., recently celebrated its one 
hundred and second birthday. The mill 
stands on ground originally granted to 
David Shepherd, by Patrick Henry, gov- 
ernor of Virgina, in 1748. At present the 
business is operated by a stock company 


creased steadily as follows: 1934-35— consisting of J. E. Raab, president; J. J. 
96,613,151 barrels; 1935-36—98,420,262 Wagner, secretary, and Martin Wagner, 
barrels, and 1936-37—100,263,678 barrels. 


Sell Poultry..Dairy Sanitation at a Profit 


treasurer. 


Safe- Effective: Economical 


@ Because it is so handy to use, so economical and so effective, poultrymen 
and dairymen become immediately enthusiastic about HTH-15. Stock this 
modern disinfectant and cash in on a year ‘round profit maker. 


How HTH-15 is Used 


Poultrymen use HTH-15 as a dust to control colds and other respiratory CHECKS $ coups, ROUP, 
diseases. They put a little in drinking water to check spread of disease. They BRONCHITIS*STERILIZES 
= HTH-15 solutions to disinfect incubators, brooders, poultry houses POULTRY EQUIPMENT 
and equipment. 


Dairymen use HTH-15 solutions to sterilize dairy equip- 

ment. It kills bacteria, keeps bacteria counts low. HTH-15 

meets the requirements of sanitary codes everywhere. It is 
safe to use on dairy metals. 


Comes in Powder Form 


Easy to handle—easy to use. A handy mea- 
suring spoon in every can—just add to water 
as needed. No waste from loss of strength, 
container breakage, freezing or lumping. 
Economical for user—an easy seller for you. 


Write for full details of our dealer proposition. 


STERILIZES DAIRY EQUIPMENT 
KEEPS BACTERIA COUNTS LOW 


613 


e RICHWOOD MILLING CO. plant, 
Richwood, Ohio, was recently destroyed 
by fire. Loss is placed at $20,000. 


DECKER RESIGNS 

e CHARLES R. DECKER, vice presi- 
dent, director and general sales manager, 
has resigned from active duty with the 
firm because of poor health. He will con- 
tinue as a vice president and director 
with his former sales work being delegated 
to other members of the organization. 
Mr. Decker has been associated with the 
Chase Bag Co. since 1925 when the Mil- 
waukee Bag Co., Milwaukee, Wis., was 
merged with Chase. 


BLODGETT RETIRES 
Frank H. Blodgett, Frank H. Blodg- 


‘ett, Inc., Janesville, Wis., retired from 


active management of the company Aug- 
ust 2 and has turned the business over to 
his son, Frank C. P. Blodgett, who served 
as vice president since 1924. K. B. 
Jeffris, who has been secretary and 
treasurer in full charge of sales will con- 
tinue in that capacity. 


TO REBUILD MILL 

Charles A. Krause Milling Co., Mil- 
waukee, Wis., will start construction of 
a new corn mill to cost over $1,000,000, 
late in August. The new structure will 
replace the plant wrecked by an explosion 
three months ago. The new mill will be 
nine stories high, 427 feet long and 60 
feet wide and will have a daily capacity 
of 25,000 bushel compared to 16,000 for 
the old mill. 


New ... 20th Edition 
FEEDS and FEEDING 


By F. B. Morrison 


O person engaged in producing or 

handling feeds can afford to be 
without the 20th Edition of FEEDS 
AND FEEDING. It is the greatest and 
most practical compilation of information 
on livestock feeding and nutrition ever 
issued. The new edition has been com- 
pletely rewritten and contains nearly 300 
pages more than the old book, including 
an entirely new chapter on proteins, min- 
erals and vitamins. 


Get your copy of Feeds and Feeding direct 
from The Feed Bag by mailing your check 
for $5.00. For $6.00 we will include a year’s 
subscription to The Feed Bag. You save a 
dollar. Order today. 


Che feed Bag 


Milwaukee, Wisconsin 


Convenience is one of the foremost fea- 
tures of Hotel Imperial — plus the utmost 
in comfort and economy... Dining Room 
prices are low... Lunch 50¢ Dinner 70¢ 


e42°¢ 
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his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Best Crop 


During August last year a Wisconsin 
feed dealer offered a prize of a half ton 
of feed to the farmer getting the largest 
yield per acre from his barley crop. 
Special forms were distributed which the 
customers were requested to fill out. In 
addition to building business the contest 
also provided the dealer with good leads 
on barley to purchase and ship to market. 
These farmers also proved. to be good 
prospects for orders for commercial feeds 
to replace the barley sold. 


Convinced Them 


A young man got a job selling milk 
chocolates to retailers during the depres- 
sion. In one month of hard work he 
accumulated nothing but a complete and 
fancy assortment of reasons why store- 
keepers did not want to buy his product. 
This young man did some heavy thinking. 
Out of his month’s accumulation of ex- 
perience he evolved a campaign of action. 
He bought himself some plain white cards 
and pounded his typewriter. The next 
morning when he called on a storekeeper, 


he spread 36 neatly typed cards on the 
storekeeper’s desk. “Here,” the salesman 
said, “are 36 reasons why you don’t want 
to buy my chocolates. Pick any one you 
choose.” The storekeeper grinned and 
selected one. “Turn it over,” requested 
the salesman. The storekeeper did. On 
the reverse side of the card, briefly 
worded, was a convincing answer to the 
objection. The retailer, pleased and in- 
trigued by this selling approach, read 
both sides of every card. Then he placed 
a good sized order. This plan might well 
be adopted by feed dealers who meet 
objections in selling their feeds. 


Pleasing Letter 


Whenever a new customer pays his ac- 
count promptly a Michigan feed dealer 
sends him the following letter acknowl- 
edging payment: 

“We want to compliment and thank you 
for the prompt payment of your account. 
You are to be congratulated because you 
are the standard bearer of the legion of 
men who, because of their high sense of 
obligation, make it possible to issue credit 
safely. We are happy to number you on 


our books as one who typifies the ideals 
of good citizenship.” 

This letter has been presented to other 
merchants by the customers to show their 
credit standing and has inspired them to 
continue their good record of paying their 
accounts with the feed dealer. 


Old Time Music 


Memories of old times were revived by 
a Minnesota feed dealer who obtained a 
phonograph and collected all of the old 
records he could possibly lay his hands 
on. He placed the machine in the waiting 
room in his store and invited customers 
to play it. The idea furnished amusement 
as well as reawakening pleasant memories 
and brought peop!e into the feed dealer’s 
place of business. Customers were also 
invited to dig up their old records and 
contribute them to those already on file, 
the dealer allowing 25 cents in trade for 
each of them. : 


Collects Tin Foil 


A Pennsylvania feed firm has won the 
hearts of farmers and townspeople in its 
community by collecting tin foil and 
delivering it to a local hospital which sells 
the product and converts it into cash to 
be used for charity purposes. The idea 
has made coming to the store a habit and 
usually the party depositing tin foil makes 
a purchase before leaving. The plan has 
been in operation for several years and is 
considered the firm’s best trade builder. 


PRODUCTS REF 
= SENERAL OFFICES: NEW YO 
PROTEIN MINIMUM 2{ 
FAT MINIMUM 
FIBRE = MAXIMUM 


AUGUST 
* Moat Fines 


Records show that the average monthly Mill and 
Elevator fire loss reaches its peak in the 


1. Keep dry grass and rubbish cleaned from premises. 
2. Keep shafting lined up and worn bearings repaired. 
3. Replace broken windows and re-nail loose siding. 
4. Oil every bearing regularly and carefully. “Hot 


month of August 


THE BIG THREE 


among protein feeds 


Buffalo Corn Gluten Feed (25% Protein) 
The Standard for nearly half a century. 

Buffalo Sweetened (20% Protein) 

Contains Corn Sugar Molasses which is rich in 
Dextrose, the food energy sugar. 

Diamond Corn Gluten Meal (43% Protein) 
The ideal vegetable protein ingredient for poultry 
and turkey rations. Contains Vitamin A in good 
measure. 

Available in straight or mixed cars which can also include 

CO-PRO-CO CHIPS, our new dog food ingredient. 


CORN PRODUCTS SALES CO. 


NEW YORK CHICAGO 


Box” is the cause of many fires. 


5. Watch the careless smoker. He has no right to 
jeopardize your property and your job. 

6. Inspect every bearing and entire house before clos- 
ing. 

7. A “Hot Box” at closing time is a bad hazard. 

8. Pull the electric entrance switch at night. 


ASK FOR A JULY-AUGUST DISPLAY POSTER 


MUTUAL FIRE PREVENTION BUREAU 
Department of 
Association of Mill and Elevator Mutual 
Insurance Companies 


400 West Madison Street 
CHICAGO, ILLINOIS 
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109 POUNDS NET 
PRODUCTS You can help better the record! 
a 


ALL SUMMER 


“Pitot 


Suggestions to Poultrymen”’ 


will be broadcast over powerful 
Radio Stations 


from 


BOSTON to DENVER {f : 


KEEP WELL STOCKED 


Oyster Shell Products Corporation 


New Rochelle, N. Y. St. Louis, Mo. London, England 


Mendonca to Conduet 
Booth Research 


F. E. Booth Co., San Francisco, Cal., 
has appointed A. H. Mendonca, head of 
the product development and biological 
oil department. He was for many years 
in charge of the firm’s research labora- 
tory. 

Mr. Mendonca is a graduate of the 
University of Cali- 
fornia and was 
formerly connected 
with the state de- 
partment of health 
in the feed control 
division. He has 
been working with 
sardine oil since its 
inception into the 
vitamin field, hav- 
ing been associated 
with the late Dr. 
W. F. Holst in the 
first investigational 
work with this oil for poultry. 

Mr. Mendoca’s experience in nutritional 
work, field problems and studies and close 
association with the feed industry pro- 
vide him with a good background for his 
new duties. 


A. H. MENDONCA 


++ 


e CLIMAX MANUFACTURING CO., 
Rolfe, Minn., has been opened and will 
operate in conjunction with the Shimon 
feed mill of that city. The new firm will 
manufacture cattle and poultry feeds. 


During the past 12 months, we have sold approximately 90 per cent of the 
cod liver oil used in the territory that we serve in northern Illinois and southern 
Wisconsin. We have also distributed a number of carload shipments of our 
Peerless brand Cod Liver Oil to large mixers throughout the state of Wisconsin. 


Peerless brand oil has been tested by the Department of Agriculture at 
Madison and has proved very satisfactory in actual feeding tests. 


For the mixers not using straight cod liver oil, we offer Vitand Concentrated 
U.S.P. Cod Liver Oil. There are no substitutes for Vitand, so before you 


purchase your concentrated cod liver oil, learn about Vitand and get our 
prices delivered to your station. 


WHOLESALE ONLY. YOUR PATRONAGE IS APPRECIATED 


FARLEY FEED CO, #28 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss 


MILL MACHINERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


THE DUPLEX MILL & MFG. 
SPRINGFIELD, OHIO 


1937 Model 


Feed Mixer co. 


RW 


100 LBS. NET 


| 


Pecos Valley Alfalfa Mill@ g 


ty 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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It's a Sin to Fell a Lie 


EVERY second 760 hens’ eggs are laid 

in the United States, according to a 

report of the Massachusetts agricultural 

college. 

The firm of Gardner & Farmer sells 

seeds, plants and shrubs in St. Louis, Mo. 


Plants which have been grown indoors 
get sunburned much like human beings 
if exposed to the sun. 

Aviators often look to cows and chick- 
ens when they are off the regular lanes of 
airplane travel. Along the regular routes 
these animals pay no attention to the 
airplanes but elsewhere they show sur- 
prise and alarm. 

Butter is the only food product defined 
by law in the United States. The law 
says it must contain “not less than 80 
per cent by weight of milk fat.” 

* * * 


When baking powder was introduced, 
it was seriously opposed as likely to 
cause stomachs to distend and burst. 

America spends most each year for 
food and groceries, second, for automo- 
biles and automotive expenses; third, for 


general merchandise; fourth, for educa- 
tion; and fifth, for clothing. 


Each hair on a reindeer is like a water- 
proof compartment. That’s why he can 
float in icy waters for hours. 

* * 

Abraham Lincoln wrote poetry and 
detective stories but he was frankly bored 
by reading the fiction written by others. 


Mickey Goes to Circus 


Over Boss’ Veto 

(Continued from Page Nine) 
unless they bought their feed from you. 
So get a pencil and paper and I'll give 
you the order.” 

Lem was dumbfounded but he smelled 
business. Rapidly he wrote Mickey’s item- 
ized feed order. 

“Tt all amounts to $75.00,” jubilantly 
added Mickey after he had finished, “and 
Mr. Burns has the money for you. And 
now do I go to the circus?” 

“You bet,” agreed Lem Jones. “You 
can stay two days if you like. And say—” 

His voice was interrupted. 

“Oh, Mr. Jones,” beamed Mickey. 
“You'd better add a couple of more bales 
to that hay order. Them elephants cer- 
tainly can put it away.” 


PROTEINS 
MINERALS 
FISH OIL 


For Delivered Price— Write, Wire or Phone 


THE CHAS. M. STRUVEN COMPANY 


BALTIMORE, 


ALL FOR ONE PRICE in 


MARYLAND 


CHICK MOVIE POPULAR 


A full-length color movie showing every 
step of the growth of an embryo chick 
from the first day of incubation to the 
day it stepped out of the shell was pre- 
sented by Purina Mills at the 1937 Inter- 
national Baby Chick association conven- 
tion at Baltimore recently. The movie 
was made at Cornell university under 
the direction of Professor Alexis Roman- 
off, famous incubation authority. So 
popular was the movie that it had to be 
run 40 times at the convention. In the 
future, Purina Mills will show the film 
only at specially arranged poultry meet- 
ings or in the firm’s field work. 


LOW COST 
NATIONALLY ADVERTISED 


C-A 
WORM 
CAPSULES 


FOR BOTH LARGE 
ROUNDWORMS and TAPEWORMS 
IN CHICKENS AND TURKEYS 


The two most destructive worms in poul- 
try. Advise the necessity of getting rid of 
these worms to allow poultry to thrive. 
C-A Capsules are the most effective 
known. 
C-A treatment causes: little or no dis- 
turbance or sctback to the fowl. 


Do Your Own Feed Mixing 


Double the profits of your feed business 
with a DAISY horizontal batch mixer. 
Capacities 14 to 2 tons per batch. Fastest 
od and most thorough mixer on the market. 
We Loads, mixes, discharges and sacks a ton 
vt batch in 12 minutes. Requires only 3 H.P. 
the 1-ton size and other capacities in 
f proportion. Motor or belt drive. Write 
ee | today for complete information and low 
factory-to-user prices. 


R. R. HOWELL & Co. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


Desk C60-H, Animal Industry Dept. 


PARKE, DAVIS & CO. 
DETROIT, MICHIGAN 


The world’s largest makers of pharmaceutical 
and biological products 
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DAISY 
FEED MIXE DEALERS WRITE 

ow 

NOWELL & A good quality worm capsule is 

: 

the best dealers proposition— 
holds trade- We have 2 good sales 
| basis to offer dealers- When writ 
= =) ing use the address give? below. 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


hi 


Bran and Middlings 


—Higher in Protein— 


BA TENNANT & HOYT CO. 
LAKE CITY, MINN. 


= 


When in the Market: 


For Poultry Wheat — Feed Oats— 
Wheaty Barley —Feed Barley — 
Corn—Feeding Screenings. 


Write or wire for quotations. 


IAW ATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


All your needs in grain and feeds”’ le 


Sunset Feed & Grain Co., Inc. 


e@ FEED JOBBERS e 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


Distributors of: 


CLO-TRATE SOY-O-CIDE COXOL 
Cod Liver Oil For- The spray with the For 
tified in Vitamins Soybean Oil base Cocititiaite 


A and D (No kerosene) 


Write Us for Further Information 


man 


USED 


BURLAP 


AND 


COTTON 


ALL BAGS VACUUM CLEANED 


INDIVIDUALITY 


BAGS 
TWINE 


46° 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


e FRANK C. LEWIS, proprietor of the 
oldest feed establishment in Doylestown, 
Pa., has sold his business to James B. 
Fretz. It is reported that Mr. Fretz does 
not expect to continue the retail feed de- 
partment which would leave two firms, 
H. B. Rosenberger & Co. and Thrift 
Mills, operating in Doylestown. 


e ATTICA FEED & SUPPLY STORE, 
Attica, N. Y., has moved across the street 
into larger quarters to take care of in- 
creased business. 


++ 


e HENRY HARRISON CO., produce 
firm, Brockport, N. Y., was purchased at 
auction July 12 by the Rochester Fuel & 
Feed Co., Rochester, N. Y. 


OPEN ANOTHER OFFICE 


Cereal Byproducts Co., Chicago, IIl., 
has opened another branch office at 208 
Court street, Sioux City, Ia., with Stanley 
Donovan in charge. The firm now has a 
chain of seven offices. The Sioux City 
branch will operate under the direction 
of the Kansas City office. 


SYNTHA DISTRIBUTOR 

Marshall Feed Co., Clay Center, Kan., 
has been appointed distributor in 14 
states in the central west by the Syntha 
Products Co. of California, Los Angeles, 
Cal. Warehouses are to be established in 
each state for the convenience of feed 
mixers. Marshall Feed Co. is a division of 
the Marshall Implement & Garage Co. 
and is managed by Porter Marshall. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 


Specialize in 


GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
Y US 


BROWER'S wH\RLWIND” 


Easy Payment Plan 
Starts You NOW! 


Make big profits mixing 
your own brand of feeds 
from locally grown grains. 
ro. . « prepare better 
feeds for your own use at 
low cost. Your ‘“‘GIANT 
WHIRLWIND” will pay 
for itself quickly. Made in 
500, 1000 and 2000 Ib. sizes, 
‘Each mixes 100 th. 
model. Each mixes 
of feed and up. Don’t pass SS 
up this easy payment plan. 
Write today for details. 


BROWER MFG. CO. 
Box 2784, Quincy, Ill. 
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Second School Planned 
By Dr. Salsbury 


Dr. Salsbury’s Laboratories, Charles 
City, Ia., announces that a second term 
of its poultry disease school will open 
September 27 and continue until Decem- 
ber 17. 

The first session of the school began 
July 5 with students from eight states 
attending. Enthusiastic acceptance of the 
material now being taught has prompted 
the announcement of a second term. The 
school is under the personal supervision 
of Dr. Salsbury, president of the com- 
pany, with members of his staff giving 
lectures and demonstrations on the vari- 
ous phases of prevention and control of 
poultry diseases. 

Registrations are now being accepted 
for the fall term and complete details 
may be obtained by writing Dr. Sals- 
bury’s 12-Week School of Poultry Dis- 
eases, Charles City, Ia. 


e E. G. SHOCKEY, Taneytown, Md., 
has purchased the former Deatrick feed 
mill, Littlestown, Md., and together with 
C. E. Easterday is operating under the 
trade name, Keystone Milling Co. 


e JOSEPH E. BUTMAN, 84, formerly 
associated with his brother in the Butman 
Grain Co., Lynn, Mass., died recently at 
the age of 84. 


e L. O. MEAD CO., an old established 


feed firm of Riverdale, N. J., has opened 
a branch station at Allendale. 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 


CAPITAL FLOUR MILLS, Inc. 
QUALITY FLOURS...QUALITY FEEDS 


Let Us Include 


Minnesota Girl Flour 
OR 


Goodbread Flour 


In Your Next Car Of 
QUEEN WHEAT FEED —CHEROKEE PURE BRAN 
CHEROKEE MIDDLINGS—MIDDOG MIDDLINGS 


WIRE US FOR PRICES 
Offices: Corn Exchange Bldg. Minneapolis, Minn. 2 Mills: St. Paul, Minn 


DAIRYLEA 


CHOICE FEED GRADE 
DRIED SKIM MILK 


All poultry rations should include liberal quantities of 
Dairylea Dried Skim Milk. Also good in rations for calves 


and swine. Carried by principal feed merchants through- 
out Northeastern territory. 


MANUFACTURED AND 
DISTRIBUTED BY 


DAIRYMEN'S LEAGUE CO-OP. ASSN. INC. 
11 WEST 42nd STREET . NEW YORK, N. Y. 


Order From 


HEADQUARTERS 
SAPEI 


Waterloo Mills Company 


@ Wholesale Flour and Feed 


Waterloo, lowa 


CARLOADS .. TRUCKLOADS 
L. D. Phones 27 and 28 
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NATIONAL | MOLASSE Ey 


— 
| ag 
= 
FOR FEED MIXING | 
cane TANK CARS BARRELS - DRUMS 
} 


CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader-——polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 
In central Wisconsin. Three feed and grocery 
stores in good location, dairy country. Write 
Western Supply Co., Sparta, Wis. 


HAMMER MILL FOR SALE 
One No. 4 Anglo-American Miracle Ace 
Super Hammer Mill, 75 H.P. direct connected 
motor, A-1 condition, sacrifice for cash. Write 
DK-46, c/o THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 
Feed Mill including power mixer, General 
Business, Groceries, Coal, Feed, Machinery and 
Private Siding. Desirably located in southeastern 
New York in prosperous dairy and poultry sec- 
age Write Dickerson Bros., Thompson Ridge, 


KEEP HOGS AND POULTRY HEALTHY 

UNIVERSAL YEAST Controls White Diar- 
rhea and Coccidiosis in poultry and Necro in 
hogs. Rich in vitamins B and G. Commercial 
mashes with this ingredient give better results, 
more economical gains and repeat customers. 
Write for information and prices to RICE LAB- 
ORATORIES, INC., Dassel, Minn. 


SALESMEN WANTED 
Full or part time salesmen to sell pure yeast. 
Attractive prosposition for capable men. Good 
territories open. Write WESTERN MILLS, INC., 
Sioux City, Ia. 


BUSINESS FOR SALE 
Flour and feed mill located in good dairy sec- 
tion. Good water power, concrete flume and 
good dam. Flour capacity 90-bbl. Five double 
stand 9x18 Allis Rolls and Monarch sifter. 
Unique 24” BB attrition mill for feed. Owner 
retiring because of poor health. Write EAGLE 

ROLLER MILLS, Briggsville, Wis. 


BUSINESS FOR SALE 
Retail Grain and Coal business located in one 
of Vermont’s large Dairy and Poultry centers 
on main line of railroad. Plant No. 1 has 14,000 


* Bu. bulk storage, 14 car bag storage, 6 car pri- 


vate siding. Modern grinding machine with elec- 
tric power using 9 motors. Heated office and 
garage. Plant No. 2 has excellent water power, 
new Rodney Hunt Draft-Tube wheel. Bulk stor- 
age in mill and detached warehouse 30x60 with 
basement. Records show steady increase in sales 
each year. Established reputation for Quality 
and Service goes with the business. Reason for 
selling told to interested parties. Write Box 
206, So. Royalton, Vt. 


YEAST FOR HOGS 

HOG FEEDS are a profitable field, the one 
most neglected by feed mixers. UNIVERSAL 
YEAST opens up this field to millers through 
the manufacturer of mineralized yeast, yeast 
concentrates and pig meals with yeast. Write for 
information to RICE LABORATORIES, INC., 
Dassel, Minn. 


FEED MILL FOR SALE 
Thriving feed store equipped with electrically 
driven attrition mill, corn cracker and sheller, 
for sale. Well located in good farming territory. 
No nearby competition. Write, JOHN SHIELDS, 
Annendale, Minn. 


BUSINESS FOR SALE 
Wisconsin Elevator for sale or rent. Hay and 
potato house. All electrically equipped. On Chi- 
cago Northwestern direct to Chicago and St. 
Paul. A bargain. MRS. JULIA NIEBUHR, 
Fall Creek, Wis. 


GRAIN CLEANER WANTED 
Interested in buying good, used Grain Cleaner 
or Grader. Write, HILBERT ELEVATOR, Hil- 
bert, Wis. 


e4ge 


e ABRAHAM FINKELSTEIN, Buffalo, 
N. Y., hay and feed broker for many 
years, died suddenly July 29 of a heart 
attack. Mr. Finkelstein was 51 years old 
and had lived in Buffalo all his life. 


e GEORGE MEAD, Goodman & Mead, 
State Center, Ia., recently suffered a 
stroke but is reported to be recovering 
rapidly. 


e GEORGE NYEGGEN has purchased 
the interest of his partner, Chris Johnson 


in the Nyeggen & Johnson grain and feed 
business, Baldwin, Wis. 


WE EAT 40% MORE FEED 
From Universal Cardboard Feeders 


In a 8-week test, starting 1 day old 
chicks, those fed from Universal Cardboard Feed- 
ers ate 40% more feed than chicks using metal 
feeders. They could not kick and waste feed or 
pollute it from droppings. They ateit! Poultry 
raisers buy new Universal Cardboard Feeders for 
each brood, buy feeds and supplies from dealers 
whose name is prin in advertising space on 
feeder. Write for PLAN that tells you how Uni- 
versal Feeders can help increase sales and profits. 
DISTRIBUTING 


CO., Inc.,Box A, Newton,Kans. 


MILLFEED—CLEARS 
KANTAR FEED CO. 


Corn Exchange Building 
MINNEAPOLIS, MINN. 


DAKOTA MILLING CO. 
Mixed or straight cars 
MILL FEED ...FLOURS 


510 Hodgson Building 
MINNEAPOLIS, MINN. 


BOOTH’S SAR DILENE AND FISH MEAL 

DENVER'S XXX ALFALFA MEALS 

CLIFFS DOW'S POULTRY CHARCOAL 

PEEBLES LACTO “‘G’’ WHEY POWDER 

CCC’S CALCIUM CARBONATE PRODUCTS 

GLIBDEN’S 41% AND 44% SOYBEAN OILMEAL 
Sole N. W. Sales Agent 


WAYNE FISH & COMPANY 


1420 Rand Tower oe Minneapolis, Minnesota 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


Ground Oat Groats 


== Low Fibre Content 


NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “‘Stand by Stan.” 


A.L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


» FOR FEED CALL« 


“‘Stormy’’ 
IOWA FEED CORP. 


Phone 45177. Des Moines, Iowa 


98%-99% CALCIUM FLOUR 


Regular Dispersed  lodized 
@ Arrow-Head Insoluble Flint Grit 
Write | 


for Samples 
and Prices 


CALCIUM CARBONATE CO, 
45 E. Ohio St. Chicago, Ill, 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


MAKOMB Pioneered 


BATTERIES inI928 


quality - lower cost in Hen Cages, Broiler Plants, Heat. me 

rite 


THE MAKOMB LINE 
World’s Largest Manufacturer of 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
St. Louis, Mo. 
Kansas City, Mo. 


Merchants Exchange 
Board of Trade Bldg. 


DEMON 


ROLLED OATS 


Top grade steamed rolled oats for hogs 
and poultry. Write us for prices. 


Des Moines Oat Products Co. 


Des Moines, Iowa 


OCCIDENT 


MIXED FEE 
The Seed For 


RUSSELL MILLER MILLING CO. 


@ Headquarters for PURE OLD PROCESS 


LINSEED MEAL 


Write for Delivered Prices © 


NORTHWEST LINSEED MEAL CO. 


314 Flour Exchange Bldg. Minneapolis, Minn. 
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= free literature, prices. Sth issue of “The Battery Road 
to Profit”, great 64 page battery Manual sent for 10c. 
Ave 


EMPLOYMENT BUREAU 


A complimentary, confidential service— 
address your inquiries to The Feed Bag 


expected, etc., apply in own 
Sn Refer to No. 671-A. 


Salesman. Experienced fertilizer salesman 
wanted to head department. One familiar with 
Wisconsin trade preferred. Refer to No. 872-A. 


POSITIONS WANTED 


Manager for wholesale and retail feed busi- 
ness. Experienced in and knowledge of whole- 
sale and retail selling, feed mixing, buying and 
management. Salary and commission basis. Will- 
ing to locate anywhere. Age 42, single. Refer to 
No. 271. 


Sales promotion manager seeks opportunity 
to build business for ambitious feed manufac- 
turer. Thoroughly experienced in all phases of 
advertising and merchandising. Good record 
and references and willing to prove worth to 
new employer. Age 30, married, two children. 
Refer to No. 1261. 


Feed or flour salesman with 20 years experi- 
ence and excellent references. Acquainted with 
trade in Ohio, Indiana and Michigan. Age 48, 
married, three children. Refer to No. 1262. 


Salesman. Feed salesman desires position 
travelling in Wisconsin. Age and 
has auto available. Refer to No. 671 


Flour or feed salesman. 20 years experience. 
Prefers to locate in middle western or north- 
western states. Can furnish good references. 
Age 44, married, no children. Refer to No. 771. 


POSITIONS AVAILABLE 
Salesmen. Attractive proposition for experi- 
enced yeast salesmen, full or part time. Good 
territories open. Refer to No. 771-A, THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


Salesman. Experienced feed salesman for 
Wisconsin and Illinois. Give age and experi- 
ence. Refer to No. 672-A. 


Assistant Manager. Experienced feed man for 
live, growing feed and fuel business in southern 
Wisconsin. Must have knowledge of feeds, ra- 
tions, mixing and animal nutrition. State quali- 


SAVE! 


time and money by sending your trucks 
to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


MOEBIUS 
PRINTING 
COMPANY 


PRODUCERS OF THE 
FINEST IN PRINTING 


CREATORS OF PRINTED 


SIAN VW ANTIW OVS ¥ 
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ADVERTISING That SELLS - 


Salesmen, To cover Minnesota, South Dakota, 
Iowa, Nebraska, Northern Missouri, Arkansas, 
Louisiana and Texas. Product sold on commis- 
sion basis but liberal weekly advance will be 
made to the men that can go out and get the 
job done. Refer to No. 871-A. 


JOINS KASCO STAFF 

Kasco Mills, Inc., Waverly, N. Y., an- 
nounces the addition of Dr. Victor Hei- 
man, assistant professor of poultry hus- 
bandry, Washington State college, to its 
staff. Dr. Heiman who is a poultry expert 
of note will be in charge of research work 
in the biological laboratories of the com- 
pany. 


MULL & DILLON COMPAN 


RELIABLE GRAIN MERCHANTS 
MINNEAPOLIS 


improve sanitation. 


Minneapolis, Minn. - - - 


HYGENO LITTER 


LAPP’S HYGENO POULTRY LIT- 
TER is Dustless .. Medicated . . Fireproof. 
It is especially treated with chemicals mak- 
ing it distasteful to chicks and poultry and 
also giving it disinfectant properties to 


WE SPECIALIZE: IN CONCENTRATES 
Nevada, la. 


poor Hatches? Lapp’s 
VACTO-LAC increases 
production . . Hatchability 
. Livability. Hatcheries are 
demanding that VACTO- 
LAC be fed to their flocks. 
It increases hatchability ten 


to twenty per cent. 


=| VACTO-LAC 


Write now for prices and 
information. 


SEEDS--GRAINS 
FEEDS -- SOY BEANS 
MALTING BARLEY 


@ We Buy, Sell, Mill and 
Deliver with our own 
Equipment on One Profit. 


GREEN & COMPANY 


(Incorporated) 
EVANSVILLE WISCONSIN 


“Phone 55 Collect’’ Private Exchange 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 


Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 


Research 
© 5 
BIRD 
S 


The ‘Kate “You'Pick is the 
Rete You Yay. 


When you enter Hotel Sherman 
you give the orders. Any day or 
night, whatever price room you 
wish, you may be sure will be 
assigned to you cheerfully -a 
sizeable, comfortable room and 
your own private bath. The en- 
tire staff has only one purpose 
.. pleasing you!!! 


RIEBS VIEW 
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Bartey SEASON IS HERE 


DOUBLE $4. 


TAKING CHANCES 


DOUBLE $4.50 


Riess GETS YOU TOP PRICES 


Lis US HANDLE 


Every cARLOAD 


Youn BE SATISFIED or sume snow 


AN YOUR 


Highest Quality ] 


Prompt Service 


Sold on an Unqualified & . 
Money-Back 
Guarantee of Satisfaction 


If you or your customers are not com- 
pletely satisfied in every way, we will 
refund the purchase price of your 
ULTRA-LIFE, and pay the freight both 


MORTON SALT COMPANY 


Exclusive ULTRA- 


Results enable us to make it. territories. 
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Who dares to make you this guarantee? rights are aval MILWAUKEE e WISCONSIN 


: 1100 
ROOMS 
4100 
BATHS 
a 
CHICAGO 
| 
A = = 


Cod Fishing off Coast of Norway 


the 


CLO-TRATE 


Guarantee... 


Chick Tested: Every batch 
of CLO-TRATE is tested 
on chicks, kept in batteries 
receiving no sunlight, at 
the guaranteed potency in 
accordance with the 


A.O.A.C. method. 


Rat Tested: In addition, 
every batch of CLO- 
TRATE is biologically as- 
sayed for vitamins A and 
D according to U. S. P. 
XI_ technique. 


The Fishing Fleet 


Heads for Home 


Loaded with cod of every size . . . some with livers 
which cannot be rendered until port is reached... 
some with cod liver oil from livers freshly rendered 
on board ship. When the fleet arrives home, the 
extracted oils — which may differ widely in vitamin 
A and D content—are tanked, drummed and shipped 
to the markets of the world. 


In what form will these vitamin-bearing oils come 
to you? Will they be raw oils of varying potencies? 
Or will they be scientifically blended and fortified 
into a standardized product of uniform vitamin 
content — like CLO-TRATE — biologically tested, 
guaranteed ? 


CLO-TRATE is a dependable and uniform source 
of both vitamins A and D. It is produced in one of 
the largest and most modernly equipped plants of 
its kind in the world. It is guaranteed to contain 
not less than 3,000 U.S.P. units of vitamin A and 
400 A.O.A.C. chick units (equivalent to at least 400 
U.S.P. units) of vitamin D per gram. And the 
potency of every batch of CLO-TRATE is carefully 
tested before shipment on both chicks and rats. 


Use CLO-TRATE in all your feeds. This choice may 
be a deciding factor in the health and growth of 
your customer’s flocks ... the amount of your sales 
... the size of your profits. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Cod Liver Oil Concentrate Products 


NEWARK, N. J. » » » » » 


CHICAGO, ILL. 


YO UR FEEDS 


4 i A a i 
Ps 
3 | 
Rax 
cop LIVER OIL \ 
FORTIFIED 
ror Poultry and Live Stock 
| = NOT YELOW- MAK.EF ALAR Y j 
| Vitam GuananTes Pen | 
= 400 AQAC. CHICK UNITS OF VITAMIN 
\ \ 3000 U.S.P UNITS OF VITAMIN A 
% 


You will never 
make a mistake by 
recommending or sell- 
ing a superior article... 
Quality is the surest foun- 


dation for permanent success. 


Highest Priced Flour 
in America 


and Worth All It Costs 


__ MINNEAPOLIS, MINNESOTA 


S- 4, : 
CO 
THE TOUCH, 
~ 
~ 


